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"9' make over 
$14,000 this year’ 


Fresno, Cal. 
July 23, 1955 


Mr. George A. Landis, State Manager 

Franklin Life Insurance Company 
a Se See 530 West Sixth Street 

Los Angeles, California 


Dear George: 


California State Manager i It amen seem that less than 2!4 years have gone 
" ‘a y since I joined the friendly Franklin. I wish I 
Gane Raeiie ene “Sim could aceite express my saaresiaian to you and 
Fabian had only one year the Company. The many important and wonderful 
benefits these 244 years have given me are indelibly 
' impressed on my memory. 
when he came to Franklin. First—I now realize the true concept of life insur- 
His earnings are already ance from a sales as well as a service viewpoint. 
There is a tremendous difference in our sales ap- 
— ae iid proach and technique from that of any other cam 
increasing.” pany. That difference spells success! It is a difference 
in method of merchandising. It is a difference in na- 
tionwide company philosophy. And a great difference 
is that we are not a static company; rather we’re 
teemin§ly alive! 

For the first six months of this year, my income 
is greater than in any full year in my entire business 
career. My renewals in just this short time are aver- 
aging about $250 a month. This year my earnings 
will certainly exceed $14,000. For the first time in 
my insurance career, I have confidence in my ability 
to make the Million Dollar Round Table. 

I have been happier and my family has been hap- 
pier than ever before—all because of my good for- 
tune to be connected with a truly great organization. 
I’m humbly grateful for what this opportunity has 
given me and for what the future holds. 


Very cordially, 
Robert T. Fabian 


of previous experience 





INSURANCE 
AAN Ak: COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over One Billion Nine Hundred Million Dollars of Insurance in Force 
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FOR KEEPS — 
NOT FOR QUITS 













MOST MEN buy Occidental’s Preferred 
Whole Life policy to keep — not to sur- 
render in 10, 15, or 20 years. 

So while our projected net surrender costs 
stand with the best, we stress—for the man 
who keeps — low net payments and ad- 
vantages like these: 

The man who keeps — and retires — has a 
high retirement annuity for each $1,000 of 
cash value. 

The man who keeps —and dies — leaves 
his beneficiary a plan with generous 
monthly income options. 

And the man who keeps — and is totally 
disabled — can have Disability Income of 
$10 per $1,000 to age 60, $5 per $1,000 
thereafter — and keep his insurance! 

In other words . . . Occidental’s Preferred 
Whole Life plan serves a man best when it 
serves for keeps! 










“A Star in the West..."% 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 









































A. A. L. Representatives 
Enjoy Personal Security 


The personal security program includes: 

© Group hospital, surgical, accident and sickness coverage. 

¢ An agents’ retirement plan with certain disability provisions 
and life insurance benefits. 

¢ A liberal commission paid on first, second, third, and fourth 
year premium payments. 

e A generous persistency fee based on certificates in force for 
the fifth and subsequent certificate years. 

¢ A business expense bonus and advances—especially helpful 
to new representatives. 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 
Home Office: Appleton, Wisconsin 




















In 1776, when 


Thomas Jefferson signed 





The Declaration of Independence 
in Philadelphia, he wasn’t thinking of 
‘NET COST’’ 

He was thinking of Freedom... 


Independence at home. 


In 1955, co many clients of Philadelphia 


Life representatives, Independence at home 
means THE HOME GUARDIAN. 

A custom made plan to fit any mortgage, 

it guarantees that which is still the greatest 
of American watchwords: 


Freedom at home. 


yy hiladelphia £ ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
William Elliott, President Joseph E. Boettner, C.L.U., Vice-President 





OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 












































. . . @ reputation earned by Central Life’s con- 
sistently excellent record of Safety, Service and 
Strength through six decades. 
. . . @ reputation maintained by Central Life’s 
progressive leadership. 

Over $400 Million in force. 
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FTC Jurisdiction 
Extends Only Where 
State Laws Fail 


Knowlton Tells Lawyers 
States Can Preserve Control 
by Positive Legislation 


Positive regulation by the states of 
unfair methods of competition and un- 
fair acts and practices will preserve 
the jurisdiction of the states and ex- 
clude the federal trade commission. 
This was the first of seven conclusions 
reached by Commissioner Knowlton of 
New Hampshire, past president of 
National Assn. of Insurance Commis- 
sioners, in his address before the in- 
surance section of American Bar Assn. 
at its annual meeting in Philadelphia. 

In arguing this point, he said if the 
determination of the question of FTC 
jurisdiction over trade practices of in- 
surers results in the enforcement of a 
measure of federal supervision over 
insurers, it will result in great confu- 
sion and expensive litigation, none of 
which would be in the interest of the 
public. 

He referred to Paul vs Virginia, in 
which insurance was held to be not 
interstate commerce; to the Southeast- 
ern Underwriters Assn. case, in which 
the court held that insurance was 
commerce and, when conducted across 
state lines, was interstate commerce; 
and to the federal trade commission 
act, which is the basis of FTC’s claim 
of jurisdiction. The jurisdiction of the 
FTC was limited by the McCarran act, 
so that from March 9, 1945, its effec- 
tive date, to June 30, 1948, the end of 
the McCarran act moratorium, the 
FTC act did not apply to insurance. 
After June 30, 1948, the FTC act did 
and does apply to the extent that in- 
surance is not regulated by state law. 

Mr. Knowlton’s conclusion was that 
in order to retain jurisdiction, state 
regulatory statutes need not have been 
enacted prior to June 30, 1948, but 
may have been passed at any later 
time up to now or in the future. 

He based this conclusion on the 
argument the interpretation is un- 
reasonable, that the word “is” in the 
phrase “to the extent that such busi- 
ness is not regulated by state law” 
means that only the laws that were 
passed prior to the McCarran act could 
be considered as effecting a limitation 
of the jurisdiction of FTC. The lan- 
_ Suage used by the court in the case 
_ of Prudential vs Benjamin, which up- 
5 held the constitutionality of the Mc- 
i Carran act, stated: “Obviously Con- 
_ &ess’ purpose was broadly to give 
+ Support to the existing and future 
_ State systems for regulating and taxing 
_ the business of insurance.” 

* e e 

He also interpreted the words “reg- 
ulated by state law”, basing his inter- 
| bretation on court rulings, as referring 
fo regulation and control by state 


ce commissioners under whose 
(CONTINUED ON PAGE 17) 


First Meeting of 
‘Pansing Plan’ Group 
Set for Sept. 9 


Director Pansing of Nebraska, chair- 
man of the advertising code subcom- 
mittee of National Assn. of Insurance 
Commissioners, has notified members 
of the subcommittee, including indus- 
try representatives, that the organi- 
zation meeting will be conducted Sept. 
9 at Chicago. 

The subcommittee will implement 
the ideas of the so-called ‘“Pansing 
Plan,” which calls for meetings of com- 
missioners, industry people and repre- 
sentatives of federal trade commission 
to attempt to work out a satisfactory 
advertising code for the A&H business. 

NAIC members of the subcommittee 
are, aside from Mr. Pansing, Martin of 
Louisiana, Holz of New York, Sheehan 
of Minnesota, Gillooly of West Virgin- 
ia. Industry representatives are Val- 
entine Howell of Prudential (repre- 
senting Life Insurance Assn. of 
America), Jay C. Higdon of Business 
Men’s Assurance (American Life Con- 
vention), Berkeley Cox of Aetna Life 
(Assn. of Casualty & Surety Com- 
panies), Joseph J. McGee Jr. of Old 
American of Kansas City (Assn. of 
Insurance Advertisers), Paul Watt of 
Washington National (H&A Underwri- 
ters Conference), Charles G. Dougherty 
of Metropolitan Life (Bureau of A&H 
Underwriters), Chase M. Smith of the 
Kemper companies (American Mutual 
Alliance), and J. W. Scherr Jr. of 
Inter-Ocean (Life Insurers Confer- 
ence). Blue Cross and Blue Shield have 
not yet nominated representatives. 

The Chicago meeting will be in the 
State of Illinois Building, and Mr. 
Pansing notes it will be important since 
it will be the occasion to define the 
scope and organization of the sub- 
committee work. 

Persons in FTC authority have given 
reassurance, Mr. Pansing says, as to 
continued FTC interest in the endeavor 
and FTC is willing to cooperate. 


Ledford Succeeds Wright 
for Provident Mutual 


Provident Mutual Life has appointed 
Chester Ledford manager at Kansas 
City to succeed Ray T. Wright, who has 
resigned as general agent to devote 
full time to personal production. 

Mr. Ledford joined the company at 
Cincinnati six years ago and has been 
a supervisor. 

Mr. Wright, with Provident Mutual 
Life for 25 years, has qualified for the 
Million Dollar Round Table since 1944. 
He is a former trustee of National Assn. 
of Life Underwriters. 


Los Angeles Leads 
Cities for July 


Ordinary Increase 

Los Angeles led large cities in per- 
centage of increase in the sale of ord- 
inary life for July with 37% and 
Detroit led in percentage of increase 
for the first seven months with 30%, 
according to LIAMA. ' 

Detroit’s July increase was 34% and 
Los Angeles’ seven months increase 
was 27%. For other large cities, the 
percentages for July and the year-to- 
date, respectively, were: Boston, 28 and 
28; Chicago, 31 and 22; Cleveland, 27 
and 29; New York City, 15 and 22; 
Philadelphia, 8 and 19; and St. Louis, 
23 and 22. 


Another SEC Division 
Studies Regulation of 


Variable Annuities 

WASHINGTON—Not only is the 
corporation finance division of secur- 
ities and exchange commission study- 
ing problems presented by variable 
annuities in the light of the securities 
and exchange act, but the division of 
corporate regulations also is looking 
into the situation. 

Officials of the two SEC divisions 
plan to confer on the matter, with a 
view to submitting a proposal to com- 
mission members for decision. 

The corporate regulations division is 
concerned with administering the in- 
vestment company act of 1940. If vari- 
able annuity companies are held to be 
investment companies, officials say, 
they would be required to register with 
SEC under that act. If a variable an- 
nuity is not considered an insurance 
contract, its offering would have to 
be registered under the securities act 
of 1933. 


National of Vt. Lifts 
$500,000 Issue Limit 


National Life of Vermont has re- 
moved the $500,000 maximum issue 
limit on individual life policies. 

The company will consider applica- 
tions of $1 million or more wherever 
circumstances warrant. There will be 
no limit of issue on an individual life 
except as determined by company 
selection standards. 

The change in bylaws does not alter 
company retention limits. The addi- 
tional amounts will be made available 
through reinsurance. 








Cal. Premiums Nearly $2 Billion 

Direct premiums written in Califor- 
nia in 1954 by all classes of insurers 
totaled $1,911,135,152, according to the 
statutory report of Commissioner Mc- 
Connell to Gov. Knight. The gain for 
the year was $58,506,929. 





. Needs More 








Late News Bulletins... 








Equitable Society Names Walsh at Philadelphia 


Equitable Society has appointed William T. Walsh manager at Philadelphia. 
He succeeds Melville P. Dickenson, who has been named assistant to President 


Ray D. Murphy. 


Mr. Walsh, who has been unit manager at Cranford, N. J., for the H. C. Petith 
Agency in Newark since 1951, joined the company in 1948 at Newark. His father, 
William E. Walsh, is vice-president of the company. 


59th Year, No. 35 
September 2, 1955 


Participation from 
Debit Men: Collins 


National Association’s 
New President Addresses 
Final Luncheon Meeting 


A new type of debit agent has 
emerged, one who is aware of his pro- 
fessional responsibilities but who needs 
to become more active in National 
Assn. of Life Underwriters activities, 





S. C. Collins John W. Yates 


said Stanley C. Collins, Metropolitan 
Life, Buffalo, addressing the fellowship 
luncheon the final day of the NALU 
annual meeting in St. Louis last week 
following his election as president of 
the National association. 

Mr. Collins said that harmony and 
understanding will prevail during his 
administration. Remarking that he is 
the first debit agent to become presi- 
dent of NALU, he added: “I will not 
serve one group, but all.” 

NALU’s new president listed as some 
of the most important problems to be 
faced during the year creeping social- 
ism, social security broadening, en- 
croachment of government, the vari- 
able dollar, tontine and stock-with- 
policy offerings, including all kinds of 
“jack-pot deals.” He said these prob- 
lems must be met with ingenuity and 
imagination. 

John W. Yates, general agent of 
Massachusetts Mutual Life at Los An- 
geles, made an inspirational taik on the 
value of enthusiasm and _ spiritual 
power. 

“The first rule in our agency on how 
to write two or more applications a 
week is to get a big tank of enthusi- 
asm and never let it escape,” he said. 

Robert C. Gilmore, Jr., Mutual Bene- 
fit Life, Bridgeport, Conn., president 
of NALU in the 1953-54 association 
year, presided and introduced the new 
officers, trustees, past national presi- 
dents, the St. Louis association officers, 
and the convention committee chair- 
men. 


Managers to Hear Wallace 


San Francisco General Agents & 
Managers Assn. will hold a_ special 
September meeting to hear Dr. S. 
Raines Wallace Jr., director of re- 
search for LIAMA. 

His talk is titled “Managers Have 
Proved It Can Be Done.” Under Dr. 
Wallace’s direction, the division has 
developed the sales method index, per- 
sistency rater and aptitude index, as 
ps as other supervision and training 
aids. 
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Decision Hailed as 
Aid in Fixing Value 
for Estate Taxation 


NEW YORK—Important and signi- 
ficant support for the effectiveness of 
properly drawn 
buy - and - sell 
agreements in 
compelling the in- 
ternal revenue 
service to accept 
book value rather 
than fair market 
value in determin- 
ing estate tax lia- 
bility is contained 
in a recent deci- 
sion of the 10th 
circuit court of ap- 
peals, according to 
Solomon Huber general agent here 
for Mutual Benefit Life and a spe- 
cialist in estate planning and business 
insurance. 

It is the first time a federal court 
of appeals has ruled that when a state 
court decides that a buy-sell agreement 
overrides a testamentary disposition 
to the designated buyers the internal 
revenue commissioner must accept the 
contractually fixed value even though 
the buyers could have taken under the 
will instead of buying, said Mr. Huber. 


Huber 


Solomon 


The decision was given in Brodrick 
vs Gore, executors, a Kansas case. 
According to Mr. Huber, it indicates 
that where there is a properly drawn 
buy-sell agreement providing for pur- 
chase of a decedent’s interest for book 
value, the latter must be taken by the 
internal revenue commissioner as the 
basis for estate tax liability, even 
though it can be shown that the fair 
market value of the decedent’s interest 
is substantially greater than the book 
value. 

The case is additionally significant, 
Mr. Huber observed, because it in- 
volved a father-and-son relationship 
rather than arms-length bargaining. 
Moreover, the buy-sell agreement was 
in conflict with a testamentary dispos- 
ition of the interest to the same sons 
who had the right and duty under the 
buy-sell agreement to purchase the 
business at book value. The sons 
elected not to take the interest by will 
and sued themselves as executors to 
compel the performance of the buy- 
sell agreement. This was done so that 
book value, rather than fair market 
value, would be the basis for estate 
tax liability. 

The agreement and_ supplements 
signed by the father and the two sons 
provided that if any of the co-partners 
should desire to withdraw, the remain- 
ing co-partners should have the 
exclusive right for 90 days to buy 
the retiring partner’s interest; and that 
if the remaining co-partners should 
elect to exercise their option, they 
should purchase such interest, share 
and share alike, for a sum equal to 
the book value of the interest of the 
withdrawing co-partner in all of the 
assets of the partnership as of the 
date of the withdrawal. 


Shoula any of the co-partners die, 
the agreement provided that all of his 
interest in the assets of the partner- 
ship should be sold to the surviving 
co-partners, share and share alike; that 
the surviving co-partners should pur- 
chase the interest of the deceased 
associate, share and share alike, for 
a sum equal to the book value of 





the interest of the deceased partner 
in the assets of the partnership as of 
his date of death, and that such pro- 
vision was contractual and that the 
interest of each of the co-partners 
should be burdened with such agree- 
ment to buy and sell. 

For some undisclosed reason, the 
father also specified in his will that 
the business was to be left to his sons, 
who were residuary legatees as well as 
the executors. 

Instead of accepting the bequest 
under the will, the sons went into the 
state probate court and sought to com- 
pel themselves, as executors, to sell to 
themselves, as individuals, the deced- 
ent’s interest in the partnership for the 
amount of $345,897, the alleged book 
value of the interest at the time of 
their father’s death. The probate court 
appointed a special administrator to 
represent the estate, and it was ad- 
judged that the estate was bound to 
sell and the sons were bound to buy 
the decedent’s partnership interest for 
its book value despite the will which 
gave it to them. 

The sons paid that sum and includ- 
ed it in the estate tax return. (The pro- 
ceeds of the sale came back to them as 
beneficiaries under the father’s will.) 
A deficiency in estate tax was asserted 
against the executors on the basis that 
the fair market value of the interest of 
the decedent in the assets of the part- 
nership was $516,457 and that the tax 
should be computed on that sum. The 
executors paid the deficiency and 
brought action to recover the over- 
payment. 

The 10th circuit court of appeals 
held that the father’s interest was 
worth no more than the book value 
because of the restrictions on sale by 
virtue of the agreement, despite the 
close family relationship. The estate 
was bound to sell and the survivors to 
buy, not only under the terms of the 
agreement but under the interpreta- 
tion of the probate court. The govern- 
ment was thus precluded from basing 
the estate tax upon the fair market 
value, which was $170,560 in excess 
of the book value. 

The result in this case would not 
have been the same had this been a 
bequest under the will without an 
agreement, or if the will had prevailed 
over the agreement. The basis for the 
tax would then without doubt have 
been the fair market value, according 
to Mr. Huber. 

“In any event the decision points 
up the desirability of using a properly 
drawn agreement which can have the 
effect of fixing the estate tax value of 
an interest in a business,” he observed. 

Mr. Huber said it is fairly unusual 
to find a situation in which the owner 
of a business interest has provided for 
passing it on through a buy-sell agree- 
ment and also left it to the same per- 
sons by will, but it sometimes happens 
because the will and the agreement 
were drawn at widely different times 
or by different lawyers. However, he 
said that many life insurance men 
doing estate planning have come across 
buy-sell agreements to dispose of the 
interest to one set of individuals in 
conflict with a provision in the will be- 
questing it to somebody else. This of 
course would lead to trouble and 
usually expensive litigation. 





Nicol to Commonwealth Life 


William K. Nicol has been appointed 
controller of Commonwealth Life. 

He was formerly associate actuary 
for Teachers Insurance & Annuity of 
New York and is a fellow of Society of 

Actuaries. 
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Would Contest Ruling That Commissions 
on Agents’ Own Insurance Are Taxable 


National Assn. of Life Underwriters, 
should seriously consider the possibil- 
ity of contesting the validity of the 
internal revenue service ruling 55- 
273 to the effect that commissions 
received by an insurance agent on 
insurance policies purchased by him 
on his own life and property constitute 
taxable income to him, the committee 
of federal law and legislation, headed 
by Gerard S. Brown. Penn Mutual, 
Chicago, recommended in his report. 

The ruling, given late last spring, 
holds that these commissions are tax- 
able whether they are received in cash 
or in the form of reduced costs on pol- 
icies and also whether the agent is an 
independent contractor or an employe 
of the issuing agency or company. The 
new ruling amplified a 1932 ruling 
that held that an agent realized a tax- 
able income in such a case if an em- 
ployer-employe relationship existed 
betwen him and the company. 

It is the committee’s considered 
opinion that commissions paid to an 
agent in the circumstances outlined in 
the revenue ruling 55-273 are substan- 
tially the same in principle, as the so- 
called “courtesy discounts” which are 
commonly extended by employers gen- 
erally to their employes which are not 
considered by the taxing authorities as 
resulting in taxable income to such em- 





ployes. 

The committee recommended carefy 
exploration of the legal aspects of the 
problem, with the idea of litigation j 
necessary. 

The committee opined that legis|a. 
tion of the Keogh type is unlikely to be 
enacted in 1956 because of the estimateg 
serious loss of revenue. This legisla. 
tion would permit individuals to gain 
the same kind of tax exemption as js 
permitted approved pension plans fo 
employes. 

The committee feels there is little 
chance such legislation will be enacteg 
except as part of a general tax reduc. 
tion program, which is unlikely to be 
feasible during 1956. 

Because of an internal revenue serv. 
ice ruling that debit agents are not 
“outside salesmen” within the meaning 
of the revenue code, NALU should 
make every attempt to obtain an inter- 
pretation of section 62 (2) (D) more 
favorable to debit agents when pro- 
posed Treasury regulations are promul- 
gated. If such an attempt proves to be 
unsuccessful, the committee recom- 
mends that NALU try to obtain appro- 
priate remedial legislation as promptly 
as possible. The ccde permits an em- 
ploye who is an outside salesman to 
deduct all of his business expense from 
gross income. 








Continental Assurance 
Holds Producers Meet 


More than 700 persons are expected 
to attend the Continental Assurance 
Pyramid Club convention for outstand- 
ing producers Sept. 7-9 at the Drake 
Hotel in Chicago. 

The theme of the convention is “An 
Appointment With Tomorrow,” and 
reflects some of the announcements 
to be made concerning a new limited- 
pay policy and a new small group con- 
tract. 

Business meetings and informal sem- 
inar sessions will be held for smaller 
groups. 


One of the convention activities 
planned for wives of producers is a 
ladies luncheon. Another is a home 
office tour of the Continental Com- 
panies building. 

On the morning of the last day, 
“Stardust,” a play written especially 
for professional life insurance audi- 
ences by Laflin C. Jones will be per- 
formed by the Shorewood Players of 
Milwaukee, directed by Kenneth 
Greaves. 

After the banquet and entertainment 
that night, members of the President’s 
Club will leave by a special train for a 
convention at the Balmoral Hotel, 
Miami Beach. 





Pilot Life Named Curran 


Michael J. Cur- 
ran who was re- 
cently named gen- 
eral agent at 
Savannah, Ga., for 
Pilot Life, was 
erroneously iden- 
tified as Michael J. 
Cuman in a story 
of the appointment 
which appeared in 
the Aug. 19 issue 
of THE NATIONAL 
UNDERWRITER. 

Mr. Curran en- 
tered insurance in 
1953 with Frank- 
lin Life. 


M. J. Curran 


Figures for New Business, In-force 

Boston Mutual Life has reported the 
following figures for the first six 
months of 1955 as compared with the 
months of 1954; the figures for 1955 
are given first: New business, $5,879, 
972 and $11,068,575; increase in insur- 
ance in force, $536,481 and $5,414,050. 

The abnormality of the figures for 
this year is attributed to a strike on 
the part of the agents, which occurred 
during the second quarter. 











ta 
Charles E. Cleeton, right, receives 
from President Holgar J. Johnson of 
Institute of Life Insurance a watch 
that goes with the John Newton Rus- 
sell memorial award for outstanding 
service to the institution of life insur- 
ance, “above and beyond the call of 
duty,” at the annual meeting of Na- 
tional Assn. of Life Underwriters at St 
Louis last week. 

The citation emphasized Mr. Clee- 
ton’s work as chairman of the NALU 
headquarters location committee and 
the building committee and credited 
him with the major share of the credit ' 
for originating and carrying out the 
plan for NALU’s projected headquart- 
ers in Washington, D. C. The award is 
made annually through a committee of 
NALU. 
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Survey Shows Influence of Psychological 
Attitudes on Insurance Sales and Purchases 


Hidden psychological attitudes play 
an important role in the purchase and 
selling of life insurance according to a 
motivation research study conducted 
among buyers, salesmen and execu- 
tives by Weiss & Geller, Chicago ad- 
vertising agency. 

A report of the findings and some 
suggestions for incorporating them into 
life insurance advertising were pre- 
sented by Edward H. Weiss, president 
of the firm, at the North Central Life 
Advertisers Assn. convention at Omaha. 

Mr. Weiss said the survey showed 
that advertising or selling arguments 
which emphasize a wife’s worth in dol- 
lars may actually push the family 
away from buying “wife insurance.” 

“Women consider themselves indis- 
pensable to the comfort and existence 
of their family,” he said, “and not as a 
super-housekeeper and nurse whose 
functions could be taken over by a 
servant hired with insurance funds.” 

Women feel, however, that a hus- 
band’s functions as a breadwinner 
could be taken over by life insurance 


if necessary. 

“In an earlier study we learned that 
woman’s psychological role as wife and 
mother has been progressively depreci- 
ated by the way labor-saving devices 
and ready-mixes have been advertised 
to do the work that she feels is her 
creative role as a woman,” Mr. Weiss 
said. “As a result, both these industries 
are a long way from realizing their full 
sales potentials. Isn’t it possible that 
life-insurance advertising and selling 
might learn from these experiences 
and attempt to create appeals that 
acknowledge woman’s real importance 
and indispensability?” 

The study indicated that women 
sense their age more keenly than men 
and are more sensitive about the ap- 
proach of old age. Mr. Weiss said they 
resist life insurance, therefore, because 
in allowing themselves to think about 
death, they are forced also to face the 
painful realization of their increasing 
age. 

He suggested the use of new creative 
advertising appeals based on a truer 
understanding of woman’s nature in 
future advertising directed toward the 
sale of life insurance to and for women. 

The survey results also showed that 
the agent is not accepted by the pros- 
pect as an objective professional and 
the agent knows and resents this. 

The causes of this mutual disap- 

pointment and conflict, according to 
Mr. Weiss, were indicated in the sur- 
vey. The prospect feels inadequate to 
decide for himself exactly which policy 
or how much insurance he needs and 
relies on the advice of his agent. He 
defends his own inadequacy by telling 
himself that the agent is an objective 
professional—a_ friendly counselor 
whose advice can be trusted. At the 
same time he fears that the agent is 
more interested in selling than advis- 
ing—that this “friend,” on whose help 
he must rely, is playing him for a 
sucker. 
_ The emotional conflict of the agent 
is much the same. The agent wishes 
to be known as a professional man— 
to achieve “status” in the community. 
He convinces himself that he really is 
a friendly, objective counselor to his 
Prospects. But, deep in his heart, is the 
suspicion that he is not a real profes- 
Sional after all. Because his income 
and success so frequently depend upon 
how much he sells, rather than how 
well he serves, he believes he is sail- 
ing under false colors. 

How much does this hidden emo- 


tional conflict over the “professional- 
ism” of the agent effect sales? Accord- 
ing to the results of the motivation 
study, the fears and anxieties of the 
buyer often erect a formidable barrier 
to the necessary full and confidential 
disclosure of his intimate financial 
affairs, while the agent often unknow- 
ingly communicates his own anxieties, 


conflicts, and unsureness to his pros- 
pect. In either case the sale becomes 
more difficult if not impossible. 

Mr. Weiss said he does not believe 
the answer to the problem is advertis- 
ing which testifies to the professional- 
ism of the agent, nor does the answer 
lie in more and bigger sales training 
courses, sales meetings or other back- 
bone stiffening devices for the agent. 
Motivation studies of sales meetings, 
Mr. Weiss said, indicate that the sales- 
man resents such methods of teaching 
because they make him feel inferior as 


an adult. He considers himself a victim 
of such meetings, not a participant. 

“I suggest that insurance advertising 
be directed more at defining the res- 
ponsibilities of the life insurance buyer 
instead of the seller,” Mr. Weiss said. 
“Instead of attempting to create an 
unrealistic, oversold, -glorified image 
of the agent in the mind of the pros- 
pect, advertising might better dwell on 
the creative contributions the prospect 
can make to his own insurance pro- 
gram. The prospect should. be encour- 

(CONTINUED ON PAGE 13) 





Continued, outstanding 


PERFORMANCE like this... 


In the industry, 1 agent in 137 is a member of the Million Dollar Round Table. 
In The Northwestern Mutual, 1 AGENT IN 12 IS A MEMBER! 


In the industry, 1 agent in 41 is a Chartered Life Underwriter. 


In The Northwestern Mutual, 1 AGENT IN 7IS A C. L. U.! 


In the industry, 1 agent in 19 is a National Quality Award winner. 


In The Northwestern Mutual, 1 AGENT IN 3 IS A WINNER! 


results from thorough 


PREPARATION like this... 


NORTHWESTERN MUTUAL'S 


5-Phase Educational Program 


@ Short Course. The new agent is given 2 
to 4 weeks of personal tutoring. The text used 
and the sales techniques employed have been 
evolved from many years of successful agent 
training. 


@ Organized Personal Progress Program. 
The new agent charts his progress in field work 
through weekly reports and adds to his fund of 
knowledge through weekly study material. The 
Home Office Educational Division guides his 
improvement through appropriate comments in 
weekly personal letters. 


© Intermediate Course. The agent gets 
personal, practical experience in programming 
procedures. He prepares his own presentations 
based on case studies of actual sales by the 
Company’s top salesmen. 


© Career School. Agents who qualify by 
demonstrated aptitude come to the Home Office 
to receive intensive instruction from officers 
and specialists of the Company. Outstanding 
records have been made following attendance 
at this school. 


© Advanced Training. This is the finest and 
most comprehensive course that has been de- 
veloped for the life underwriter. It covers 
Estate Planning, Business Life Insurance, Pen- 
sion Trusts, Estate Taxes & Liquidation, Gift 
Taxes, etc. Requires 18 to 30 months to com- 
plete. 


The NORTHWESTERN MUTUAL Life Insurance Company 


MILWAUKEE, WISCONSIN 


“THE CAREER COMPANY’ 
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Their reasons difter but both agree... 


















“Etna Life’s training program for Pension Trust selling both 
at the Home Office and Field levels has been of inestimable 
value to me in approaching and selling businesses tailor-made 


plans of insurance to fulfill their needs.” 


Mr. Mitchel was graduated from Washington 
State College. After two years representing /Etna 
Life in Seattle, be joined the Los Angeles General 
Agency in 1934 and has made an outstanding rec- 
ord. He is a three-time member of the Million 
Dollar Round Table and consistent National 
Quality Award winner. Among his outside in- 
terests he includes active participation in scout- 
ing and athletics. 


KENNETH H. MITCHEL of Los Angeles, Calif., says — 


WILLIAM H. MAUK, C.L.U., of Toledo, Ohio, says — 


“The development of retirement plans among smaller corporations 
is one of the most challenging opportunities in the insurance busi- 
ness today. Aitna Life’s sales assistance in this field has made it 


possible for me to capitalize on this market.” 


Mr. Mauk attended the University of Toledo 
and has represented the Etna Life since 1939. A 
nine-time National Quality Award winner, he is 
a Chartered Life Underwriter and Past President 
of the Toledo Life Underwriters Association, He 
ts active in local civic affairs and is currently 
serving as President of the Toledo Orchestra 
Association. 
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- Atna Life Offers Si uperior Sales 


Technique in Pension Trusts 


Throughout his career every Etna Life representative 
finds he can depend on the Home Office for sound and 
expert help with his selling program. Nowhere is this 
more apparent — or more effective — than in the im- 
portant field of Pension Trusts. 


These cases call for thorough, specialized training — 
and that’s exactly what Aétna Life career underwriters re- 
ceive. In addition to specially conducted field clinics, 
Home Office experts actually help representatives with 
Pension Trust prospects in their own territories. They are 
always ready to go out into the field — whenever and 
wherever needed. 


The Company’s Law Department is also available to 
assist the prospect’s own counsel. Etna lawyers, with 
years of experience in the Pension Trust field, aid in the 
interpretations of the Internal Revenue Code and its prac- 
tical application in particular cases. 

It is services like these which have helped tna Life 
representatives to make the most of today’s profitable 
markets. From first call to final closing Ata Life assists 
its representatives with organized selling plans that get 
results. 





DIRECT SELLING HELP is given by Pension Trust experts from the Home Office. 
Their presentations to executive personnel help train the Etna Life repre- 
sentative and sell the plan. 





AGENCY CLINICS conducted by highly skilled and experienced Home Office 
men keep AEtna Life representatives up-to-date on the latest techniques in 
Pension Trust selling. 





Aetna Life Backs Its Salesmen All the Way 


Effective help in selling Pension Trusts is only one of 
many advantages /Etna Life offers: 


@ Outstanding sales plans 
for the three other major 
markets: Family Program- 
ming, Estate Analysis, Busi- 
ness Insurance. 


@ Complete facilities for 
writing Life, Group, Acci- 
dent and Health. 


e A comprehensive training 


program in Home Office 
Schools and in the field. 


@ Backing of Home Office 
experts on Group, Salary 
Budget, and other special- 
ized markets. 


© The prestige of represent- 
ing a company which com- 
mands wide respect and 
acceptance. 











e 


There’s a proven plan for selling every market... through the 


AETNA LIFE INSURANCE COMPANY 


Hartford 15, Connecticut 
‘ 
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...on September Ist 


arm Bureau Insurance 


OF COLUMBUS, OHIO 


was changed to 


NATIONWIDE MUTUAL INSURANCE COMPANY * NATIONWIDE MUTUAL FIRE INSURANCE COMPANY 





Only Minor Changes 
Needed as N.Y. DBL 
Enters Sixth Year 


Several suggestions for current con- 
sideration by the legislature for minor 
changes in New York’s disability bene- 
fits law in the light of the experience 
during the five years the law has been 
in effect, were made by Harry G. Walt- 
ner Jr., social security adviser of 
Standard Oil Co., New Jersey, before 
the insurance law section of American 
Bar Assn. annual meeting at Phila- 
delphia. 

Since the DBL went into effect, the 
relation between the maximum weekly 
benefit amounts under that law and 
under the unemployment insurance 
law has been correlated because of the 
increase in the average gross wages, he 
said, and undoubtedly, the 1956 legis- 
lature will review the desirability of 
making an upward adjustment in the 
maximum disability benefit. It will 
be interesting to see, he said, whether 
or not the legislature also considers 
increasing the maximum weekly wage 
upon which the employe’s contribution 
to the program is calculated. 

It is also desirable to consider a 
study to determine whether the estab- 
lisment of $12 million as the minimum 
size of the special fund for disability 
benefits is unnecessarily conservative. 
It has been necessary to levy but one 
assessment to maintain the fund be- 
tween $11 million and $12 million, he 
said. With the highest amount of ben- 
efits paid out of the fund in a year 


totaling less than $900,000, a question 
is raised as to the need for a fund of 
this magnitude. 

Mr. Waltner also suggested that 
since employers are, generally speak- 
ing, subject to both disability and 
unemployment insurance laws, the 
DBL be amended so that when the 
unemployment insurance law is effec- 
tive for employers of two or more per- 
sons, the DBL will also apply to them. 
If such employes are disqualified 
from unemployment insurance because 
of disability, they may become eligible 
for a disability benefit payable from 
the special fund for disability benefits. 


A fair analysis and review of ex- 
perience under the DBL in New York 
during its first five years of operations 
demonstrate that the theory and ob- 
jectives of the law are sound, he said. 
There is every indication that the law 
is operating smoothly, with a mini- 
mum of controversy and delay in the 
payment of benefits. New York em- 
ployes are paying substantially less 
toward the cost of the program than 
employes elsewhere. Competition with- 
in the insurance business and between 
insurance and self insurance has made 
reasonably low cost coverage available. 
The plan is flexible enough to fit 
the needs of the employer, employes 
and a union. 

From the standpoint of public inter- 
est, Mr. Waltner said, it may be even 
more important that the law demon- 
strates that a compulsory disability 
benefit program can be_ operated 
efficiently and well by unions and 
other employe organizations, employ- 
ers and associations of employers, 
trusteeships and insurance companies. 


American Atlas Takes 


Over Another Insurer 


American Atlas Corp. of Dallas, 
which only two weeks ago bought La 
Salle Casualty of Chicago and last 
week bought Southern Bankers Life, 
has acquired a 60% interest in All 
American Home Lloyds of Austin and 
has moved the latter’s home office 
to Dallas. 

James H. Alridge is attorney-in-fact 
of All American Home Lloyds which 
previously had absorbed Central Texas 
Lloyds of Fort Worth. He will continue 
in charge of the company. He organized 
All American Home Lloyds in 1953. His 
insurance career dates back to 1923 
when he started with Fireman’s Fund 
in Atlanta. He has had experience in 
general and local agencies and as an 
adjuster. 


Hubert E. Ross has been elected a 
vice-president of American Atlas Corp. 
and actuarial vice-president of La Salle 
Casualty and casualty actuary of All 
American Home Lloyds. Mr. Ross has 
been president of Home Service Cas- 
ualty of Texas and before that was 
vice-president and assistant general 
manager of Home, Life & Accident and 
Home Service Lloyds & Trans-County 
Mutual of Texas. 





Davidson to Home Office 


G. Kenneth Davidson, supervisor of 
Northwestern National Life’s eastern 
division at Columbus, has joined the 
company’s agency field service staff at 
the home office. 

Mr. Davidson joined the company’s 
Preston agency at Great Falls, Mont., 
as a personal producer in 1953. 


Equitable of Iowa 
Eases War Risk Rules 


Equitable of Iowa has_ increased 
limits for enlisted service personnel to 
$10,000 without a war clause and to 
$25,000 for those in the top three pay 
grades who have passed their 30th 
birthday. 

Limits for commissioned officers un- 
der 40 years of age have been raised 
to $25,000 without a war clause and to 
$50,000 for those over 40. Equitable 
will double the amount which can be 
written on policies containing a war 
clause. Only ordinary life and higher 
premium plans will be written without 
the war clause. 

Minor changes have been made in 
rules for military aviation risks and 
limits have been increased for officers 
in the ready reserve, stand-by reserve 
and active duty physicians, dentists 
and veterinarians. 

The company will also consider 
waiver of premium disability benefits 
on civilian pilots who are engaged in 
flying as their principal occupation if 
the aviation extra premium is $5 per 
$1,000 or less. On policies issued with 
an aviation extra premium, the benefit 
premium will be 1% times the stand- 
ard rate. 


Monarch Life Has New 
Limited Payment Life Plan 


Monarch Life has brought out a new 
limited payment Life plan—life paid 
up at 70, with a minimum issue of $10,- 
000. The policy is available to all insur- 
able occupational and_ substan 
classes at rates comparable to those for 
ordinary life through age 40, and rates 
lower than ordinary through age 28. 
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Murray D. LINCOLN, 
President, Nationwide Insurance, speaks 
jor the policyholders 


This is a big day in my life 
When our policyholders asked me to 
tell you about our new name, and the 
reasons behind it, it meant that they 
wanted the idea which we had worked 
on together for about half a life-time 
to be offered to people everywhere. 


The idea that couldn’t stop growing 


It was 29 years ago that a group of 
Ohio farmers conceived the idea that 
people working together could solve 
their own problems. At that time our 
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NATIONWIDE LIFE 


INSURANCE COMPANY 


need was for low-cost auto insurance. 
With borrowed money we started our 
own company, Farm Bureau Mutual 
Automobile Insurance Company. 

It won’t work, experts warned us. 
But the idea did work. Auto rates for 
Ohio farmers insured with us dropped 
as much as 40%. By working together, 
we had helped ourselves. 

We applied the same idea to fire and 
to life insurance. Word got around. 
City people asked to join our group. 
Our neighbors in West Virginia invited 
us in. Then Maryland, Delaware, Ver- 
mont and North Carolina. 

. Today, our original handful of pol- 
icyholders has grown to more than two 
million people in 13 states. 


1955 — year of decision 


Most of these people like our way of 
doing business and those who have 
moved out of our area write back to ask 
why they can’t buy our insurance in 
their states. 

But in some of these other states 
there are already “Farm Bureau” com- 
panies. “Then why not,” asked our 
Advisory Committee of Policyholders, 
“change our name so that we can oper- 
ate nationwide?” 


We take their advice 


Well, we took that advice—like we’ve 
taken the advice of our Policyholder 


Advisory Committee before. For exam- 
ple, they were the ones who suggested 
the bridal policy that may be used to 
pay wedding expenses. They passed 
approval on “package” policies which 
provide protection for the whole family 
. .. and the budget plan to ease pre- 
mium payments. 

Now our Policyholder Advisory 
Committee has helped us make the de- 
cision that the idea of people working 
together shall not stop growing. The 
Committee has approved our becoming 
Nationwide in name just as for years 
we have been nationwide in our claims 
service. 

So on September Ist the name Farm 
Bureau was changed to Nationwide 
Insurance. 

I believe it’s a wise decision. I hope 
you agree. Please write direct. to me 
and tell me how you feel about it. 
Meanwhile, let me give you my per- 
sonal guarantee that Nationwide In- 
surance will never forget the people 
who made it possible, never change 
from its original idea of. people work- 
ing together to serve their common 
needs. 

Under our new name everyone will 
get the same benefits they now enjoy 
under our present insurance policies. 
And at the same time we are now work- 
ing on new kinds of policies which 
many of our policyholders have asked 


for. Your Nationwide representative 
will be the same straight-from-the- 
shoulder advisor you’ve learned to 
count on. The big difference is that 
every one of our policyholders will 
have a stake in a business that is con- 
tinuing to expand its sales service, 
a until it becomes Nation- 
wide. 





An invitation to you 

I’ve always held the idea that 
when you really want to find out 
the answers to people’s needs, just 
go ask the people. That’s why we 
have the Policyholder Advisory 
Committees. Representative pol- 
icyholders are chosen by our 
agents in more than 300 districts. 
These policyholders then elect 
representatives to a regional and 
then a Company-wide Advisory 
Committee which meets annually 
in Columbus. Here our policvhold- 
ers tell us what their real needs 
are and suggest ways for us to ful- 
fill those needs. If you'd like to 
participate in one of these meet- 
ings—or if you’re not already a 
policyholder and think this is the 
kind of company you’d like to deal 
with—just call your Nationwide 
representative. A warm welcome 
awaits you! 











URANCE 


* HOME OFFICE: 


COLUMBUS. OHIO 





Treasury Officials 
Reported Upset by 
Variable Annuity 


It is reported that high Treasury 
Department officials fear wholesale 
entrance of life companies into the 
field of variable annuities could result 
in America’s life insurance salesmen 
selling the public on continued infla- 
tion, according to Oren D. Pritchard, 
manager Union Central, Indianapolis. 

In an interview with THE NATIONAL 
UNDERWRITER this week, Mr. Pritchard 
reported that a “very reliable’ source 
had repeated to him a conversation 
with Treasury officials, who were 
quoted as expressing fear of such a 
possibility and indicating that, inas- 
much as the Treasury is committed to 
doing all in its power to stabilize the 
dollar, it might feel impelled to step 
in if the situation should come about. 

While his informant, who is from 
outside the life insurance business, did 
not detail the way the Treasury offi- 
Cials feared such selling of inflation 
could come about, Mr. Pritchard said 
he himself could see at least two: 

“First,” he declared, “variable an- 
nuity sales arguments would have to 
be based on the contention that the in- 
come from such an annuity would 
always go up. There is no sales appeal 
in an income that might go down. Thus, 
the variable annuity salesman would 
be conditioning the public to look upon 
future inflation as an advantage. Since 
they would think in terms of inflation 
increasing their incomes they would 
cease to fear it. In fact, they would 
welcome it. 

“Second, if a large volume of vari- 
able annuity business should go on the 


books, we’d have another pressure 
group for continued inflation and, even, 
tor discouraging stabilization. Variable 
annuity policyholders and annuitants 
would look upon any roll-back of in- 
flation as ‘bad times,’ and upon sta- 
bilization as ‘economic stagnation.’ ” 
eo e e 

Mr. Pritchard also reported that 
more than two years ago he was ap- 
proached by the present supporters of 
the variable annuity in the east to 
back legislation in Indiana to authorize 
the form. 

“At that time,” he said, “I refused— 
and would still refuse—because I be- 
lieve that the fixed-dollar return is 
so much a part of the tradition of life 
insurance that no tampering with it 
should be endorsed by life insurance 
field men.” 

He further stated the view that if 
billions of dollars of life company as- 
sets and future investments in annui- 
ties were to be diverted to corporation 
stocks, it could only have the effect of 
driving up stock prices that are “al- 
ready reaching a dangerous peak.” 

“At best,” Mr. Pritchard concluded, 
“the variable annuity is a surrender 
to the idea that the dollar cannot be 
stabilized. If it can be, there is no need 
for the variable annuity. It would be a 
strange turn of events if the life in- 
surance companies of America, who 
should be the foremost proponents of 
a stabilized dollar, should reverse their 
field and, by going into the variable 
annuity, publicly declare that the dol- 
lar cannot be stabilized, and turn their 
200,000 highly-trained, aggressive 
salesmen loose to sell the public on 
continued inflation.” 

Mr. Pritchard emphasized that he 
has no personal knowledge of the atti- 
tude of Treasury officials but is merely 


reporting information given him by a 
source he considers reliable. He further 
emphasized that his statements on the 
variable annuity situation are his per- 
sonal opinions having no relation, one 
way or another, to the viewpoint of 
NALU, which has taken no official 
stand on the variable annuity question. 

The reference to NALU is due to his 
having been elected a trustee at the 
annual meeting last week. 


Elect Policyholders’ 


Examining Committee 

MILWAUKEE—Five business and 
professional leaders have been elected 
to Northwestern Mutual Life’s policy- 
holders’ examining committee, which 
annually examines ccmpany records 
and reports the findings to the policy- 
holders and the board of trustees. 

The 1955 committee includes Chester 
H. Lang, retired vice-president in 
charge of public relations for General 
Electric; Stanley S. Kresge, vice-chair- 
man of the S. S. Kresge Co. and presi- 
dent of the Kresge Foundation; Lorenz 
Neuhoff, president and director of Val- 
leydale Packers Inc., Reelfoct Packing 
Co., Frosty Morn Meats and Tennessee 
Packing Inc.; Wallace J. S. Johnson, 
president of Up-Right Inc., manufac- 
turers of portable scaffolds, and Aifred 
A. Laun Jr., president of A. A. Laun 
Furniture Co. and a Wisconsin state 
senator. 








Plan Seminar at Seattle 


The Pacific Northwest estate plan- 
ning seminar for attorneys, account- 
ants, bankers and insurance men will 
be held at the University of Washing- 
ton, Seattle, Sept. 11-14. The program 
is sponsored jointly by the University 
and Seattle CLU chapter and will em- 


phasize professional partnership. 

William Z. Robinson, general agent 
for Fidelity Mutual Life, and Donald 
F. Hayne, associate professor of insur- 
ance at the university, are joint chair- 
men for the seminar, which is expected 
to attract 200 registrants. 

Featured speakers for the four-day 
session are Dr. Richard M. Heins, as- 
sistant professor at the University of 
California; Karl K. Krogue, estate plan- 
ning and management consultant at 
Spokane; Dr. Lester O. Schriver, man- 
aging director of NALU; Gilbert T. 
Stevenson, bank director at Pendleton, 
N.C. and past president of the Amer- 
ican Bankers Assn. trust division; Em- 
mett J. Sullivan, partner in the account- 
ing firm of Peterson, Sullivan & Wil- 
cox, and Willard J. Wright, Seattle 
attorney. 





Dismissal Denied in 
Two FTC Citations 


The motion to dismiss the federal 
trade commission complaint against 
A&H advertising of United of Chicago 
on grounds that the FTC lacked juris- 
diction has been overruled by Loren H. 
Laughlin, FTC hearings examiner at 
Washington. He denied the motion on 
procedural grounds and emphasized 
that the action was of an interlocutory 
nature, subject to further consideration 
at initial hearings. 

Examiner Hier denied National 
Casualty’s motion to dismiss the com- 
plaint against it, and Educators Mutual 
counsel filed a motion with the hearing 
examiner to dismiss the complaint 
against it. 





Files Charter in Delaware 

Credbury Life Insurance Co. has 
filed a charter of incorporation with 
Delaware secretary of state. Author- 
ized capital stock is $500,000 and 1,000 
shares, no par value. Corporation Trust 
Co., Wilmington, is serving as prin- 
cipal office. 
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with an Agency-Minded Company 


The Guarantee provides its General Agents with 
prompt, complete home office service, outstanding 


field training programs, and attractive sales pack- 
| ages that make closing sales easier. 


4 If you are looking for a company that will help 
you build an agency, investigate The Guarantee, 


tools: 


ne ae 


which provides you with these agency-building 


¢ A complete line of insurance to sell 


e Two new financing programs © The Guarantee’s 
liberal 5 Star Contract * A new pension plan ¢ An 
agency-minded company. 


For More information 


on the areas available and the 
advantages offered by The 
Guarantee, write or phone 
today — in confidence — to 
J. D. Anderson, Agency Vice 
President, 1805 Douglas 
St., Omaha, Nebr., At. 7100. 
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Ralph E. Kiplinger, President 
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Bell book. 


What Every Lawyer and Accountant Should Know About 
Business Life Insurance, by Samuel L. Zeigen, LL.B., CLU. 
A Road Map for the Medical Examiner, by Leland T. 


Waggoner, CLU. 


Achieving Equity Under Entity Purchase Agreements, by 


Edward S. Churchill, CLU. 
The new R & R Pension Trust Manual. 


¢ The new R & R Field of a Thousand Men. 


(Prices and descriptions on request. ) 


WHAT’S NEW ATR &R 


Money—W hen Needed Most. Brand-new H & A Sales Kit. 
Invitation To A Career—our new recruiting book. 
More on Management Methods—the brand-new Hugh 





Folsom to Resurvey 


Health Reinsurance 

WASHINGTON—Secretary of 
Health, Education & Welfare Marion B. 
Folsom has said another look will be 
taken at legislation proposed by the ad- 
ministration and his department and at 
other legislation affecting the depart- 
ment, including the health reinsurance 
proposal and the House-passed social 
security bill. 

Mr. Folsom said he has reached no 
conclusions on these matters. He said 
he could not ignore the social security 
bill, although it might not be included 
in a departmental program. Noting that 
health reinsurance has been considered 
by the 83rd and 84th Congresses, which 
did nothing about it, the secretary said 
his department will resurvey the situ- 
ation. However, he said, no decision 
has been reached on a recommendation. 


Zeigen Writes Book 


Samuel L. Zeigen, general agent of 
Provident Mutual Life in New York 
City and a lawyer, has written a 24- 
page book, “What Every Lawyer and 
Accountant Should Know about Busi- 
ness Insurance.” 

The book gives lawyers and ac- 
countants a new picture of the import- 
ance of business insurance to their 
clients. Agents will find value in the 
book because it gives lawyers and ac- 
countants a new insight into the values 
of business insurance so that they be- 
come centers of influence. Copies may 
be ordered from R & R at Indianapolis. 


Raps Insurance Cut 


Commissioner Smith of Pennsylvania 
has accused the Republican policy 
committee of the senate of engaging 
in “cheap political hypocrisy” in pro- 
posing a cut of $125,000 in the insur- 
ance department’s appropriation for 
the next biennium. 


Convention Dates 


Sept. 5-7, International Federation of Com- 
mercial Travelers Insurance Org., annual, 
Sun Valley Lodge, Sun Valley. Ida. 

Sept. 14-16, Life Insurance Advertisers Assn., 
annual, Essex House, New York City. 
Sept. 26-28, Bureau of A&H Underwriters, an- 
nual, Mount Washington hotel, Bretton 

Woods, N. H 

Sept. 26-28, National Fraternal Congress of 
America, annual, Royal York hotel, Yoronto, 
Ontario. 

Sept. 26-28, Life Office Manage nent Assn., an- 
nual, Edgewater Beach hote Chicago. 

Sept. 26. Fraternal Actunrial Assn., Royal 
York Hotel, Toronto, Ontario. 

Sept. 29-30, Michigan General Agents & Man- 
agers Conference, Michigan State college, 
East Lansing. 

Oct. 5-7, Society of Actuaries. annual, Shera- 
ton-Mount Roval hotel. Montreal, Quebec. 
Oct. 6-7, Eastern General Agents & Managers 

Conference. Harrisburg, Pa. 

Oct. 11-14. American Life Convention, annual, 
Edgewater Beach hotel. Chicago. 

Oct. 19-21, Assn. of Life Ins. Medical Direc. 
tors, Statler hotel, New York City. 

Oct. 20-21. Atlantic alumni of 
schools, Rye, N. Y. 

Oct. 20-23, Mid-west General Agents & Man- 
agers Conference, French Lick, Ind. 

Oct. 26-28, Institute of Home Office Under- 
writers, Kentucky hotel. Louisville. 

Oct. 26-28, American Management Assn., In- 
surance Conference. Palmer House, Chicago 


Oct. 27. Northern California General Agents 


Nov. 4-5. Southwest General Agents & Mana- 
gers Conference, Dallas. 

Nov. 7-11. Life Insurance Agency Manage- 
& Managers Conference, Berkeley. 
ment Assn.. annual. Edgewater Beach hotel. 
Chicago. 

Nov. 19-20. Pennsylvania Assn. of Life Under- 
writers, George Washington hotel, Washing- 
ton. 

Nov. 28-Dec. 2. National Assn. of Insurance 
Commissioners, midyear, Commodore hotel. 
New York City. 

Dec. 12-13, Assn. of Life Insurance Counsel, 
winter meeting, Waldorf-Astoria hotel, New 
York City. 











LIAMA 


Dec. 14-15, Life Insurance Assn. of America, 


annual, Waldorf-Astoria hotel, New York 
City. 





in Pacific Mutual’s 
MERCHANDISE 


has supported the 
enlightened client- 

service extended by 

Norman A. Her- ; 
berts (Detroit) 
throughout his 24 
years of top-rank- 
ing membership in 
in the Big Tree 
Leaders Club. Dis- i 
tinguished for the i 
high average am- 
ount of his tailored- 

to-need sales, he is 

a leading member 

of the Pacific Mu- 

tual Million Dollar 

(in force ) Club, and 

a consistent annual 

winner of the Na- 

tional Quality 

Award. 


Quality is the dom- 
inant objective in 


all Pacific Mutual 
field procedures. 
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LIFE INSURANCE COMPANY 
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Protective Decreases 
Plans, Raises Values, 
Starts New Group Plan 


Protective Life has made decreases 
in its five and 10-year convertible 
term, five and 10-year renewable and 
convertible term and 20-pay life pre- 
ferred non-participating plans. 

The company has increased cash 
and other non-forfeiture values on its 
ordinary life preferred non-participat- 
ing plan. 

A new group plan for companies 
with 10 to 24 employes has been de- 
signed. It will be sold as a package 
and will include life, accidental death 
and dismemberment, A&S, hospital 
and surgical and maternity expense 
and will cover in-hospital doctors vis- 
its. All benefits except life, accidental 
death and dismemberment and A&S 
are available to eligible dependents. 
The employer may pay the entire pre- 
mium or employes may contribute. 

The company will issue minimum 
policies of $5,000 for the five and 10- 
year convertible term, five and 10-year 
renewable and convertible term and 
20-pay life non-participating. 

Here are sample annual premium 
rates per $1,000 for age 35 at issue: A 
five-year non-participating convertible 
and non-renewable with disability A 
for a male, $7.73, and without disabil- 
ity, $6.73; five-year term non-partici- 
pating convertible and non-renewable 
with disability A for a female, $8.73; 
five-year renewable term non-parti- 
cipating with disability A for a male, 
$8.40, and without disability, $7.40; 
five-year renewable term non-parti- 
cipating with disability A for a fe- 
male, $9.40; 10-year term non-partici- 
pating convertible and non-renewable 
with disability A for a male, $8.40, 
and without disability, $7.40; 10-year 
term non-participatng convertible and 
non-renewable with disability A for 
a female, $9.40; 10-year renewable 
term non-participating with disability 
A for a male, $9.29, and without dis- 
ability, $8.29; 10-year renewable term 
non-participating with disability A for 
a female, $10.29; 20-pay life preferred 
non-participating with disability A 
for a male, $32.36, and without disabil- 
ity, $31.59; 20-pay life preferred non- 
participating with disability B for a 
male, $37.16, and with disability A for 
a female, $33.13. 

Cash and loan values, at age 35 at 
issue, for ordinary life preferred are 
$15.63 at end of third year, $32.58 
fourth year, $49.80 fifth year, $139.79 
10th year, $235.34 15th year, $334.85 
at 20th year, $429.12 at age 60 and 
$521.01 at age 65. 


Mutual Benefit to Hold 


Supervisors Conference 


Mutual Benefit Life will hold its 
1955 supervisors’ conference Sept. 7- 
15 in Chicago. Panels and round table 
discussions will cover all phases of the 
supervisor’s duties, including recruit- 
ing, selection, training, supervision, 
planning and money management. 

General Agents Raleigh R. Stotz, 
Grand Rapids, and William T. Earls, 
Cincinnati, will discuss various phases 
of agency management as guest speak- 
ers. Nominator recruiting interview 
techniques will be demonstrated by 
Charles S. Eaton, supervisor in Tren- 
ton, N. J., for the Newark agency. 
Prospective agent recruiting interview 
techniques will be demonstrated by 
R. Clarke Bisbee, supervisor of Par- 
sons-Monroe agency in Chicago. 

Director of Agency Administration 


H.: Douglas Palmer, aided by Director 
of Field Supervision Robert H. Ste- 
vens, Director of Sales Services Gor- 
don Hull and Assistant Director of 
Field Personnel Thomas J. Munn, are 
conducting the conference which will 
be concluded by a dinner Sept. 15. 





Mutual ‘Weather Star’ 
Marks Fifth Birthday 


The big, illuminated “weather star” 
atop the 25-story Mutual of New York 
home office at Broadway and 55th 
street in New York City now is five 
years old. 

By changing color, it signals official 
weather bureau forecasts for the 
metropolitan area. It turns green to 
predict clear weather, orange for 
cloudy weather, flashing orange for 
rain, and flashing white for snow. 

The 150-foot steel tower beneath 
the star also is illuminated and signals 
temperature trends. If the lights move 
down, cooler weather is ahead. And 
if they remain steady, no important 
temperature change is forecast. 





Professional & Business Men’s Life 
of Denver has been licensed in Califor- 
nila. 


Cal-Western States 


Raises Salaries of 475 


Approximately 475 salaried employes 
of California-Western States Life have 
received a 5% increase in pay in addi- 
tion to the 14.4% cost of living allow- 
ance they are now receiving. 

The hike will apply to all personnel 
whose basic salary is less than $400 per 
month, while employes in the $400-450 
range will receive smaller increases on 
a graduated scale. Department heads 
and company officials will not be af- 
fected. 

The blanket increase will raise Cal- 
Western’s annual payroll to more than 
$2.75 million. 





Duties Listed Incorrectly 


In the Aug. 19 issue it was reported 
that L. J. Randall was elected secretary 
of Wisconsin Casualty Assn. and that 
he was formerly executive vice-presi- 
dent of St. Paul Hospital & Casualty. 

This is in error inasmuch as Mr. 
Randall was elected to fill the unex- 
pired term of secretary in addition to 
his duties as executive vice-president 
of St. Paul Hospital & Casualty. 


General American Life 
Campaign Sets Record 


General American Life agents sub- 
mitted more new business during the 
July president’s month campaign than 
during any previous 30 or 45 day con- 
test, to set an all time high month in 
written production. 

The campaign surpassed the compa- 
ny's last 45-day contest by 6.3% and 
exceeded last year’s month-long presi- 
dent’s campaign by 61%. 

Production at the end of July was 
38% ahead of last year’s business. 


Cal-Western Makes Changes 


California-Western States Life has 
reduced premiums for its special pre- 
ferred modified life 3 and insured and 
uninsured bonds plans. The scale of 
dividends on its specal preferred or- 
dinary life and special preferred 20 
payment life plans have been increased. 


Globe Life Has Plan Mortgage 
Globe Life of Illinois has brought 
out a mortgage guarantee plan. It is a 
combination of a basic policy of 25% 
(of the original amount) ordinary life 
and 75% decreasing term for periods of 
20, 15 or 10 years. The minimum policy 
written is $5,000 initial amount. 
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OUR NEW “705” CAN’T 
WRITE BUSLNESS 


V V e recently ordered one of IBM’s new Type 705 “electronic 


The machine is fantastic. It does all sorts of mathematical gym- 
nastics at lightning speeds, and it has a “memory” unit in which 


data may be stored to produce other data. 


But it can’t write business. That detail will still be handled by our 
Type 1955 force of Shield Men who this year will surpass all their 


own brilliant past records for growth. 
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Promote Gaultney to 
N. Y. Lite Agency Job 


New York Life has promoted John 
O. Gaultney to superintendent of agen- 
cies in the southeastern division with 
headquarters at Atlanta. He will di- 
rect 15 branches and four sales offices 
in Alabama, Florida, Georgia, North 
and South Carolina, Virginia and part 
of Tenessee. 

Mr. Gaultney, who is a CLU, has 
been general manager of the Arkan- 
sas branch at Little Rock since 1945. 
He joined the company in 1935 at 
Memphis, was named an agent in 1937 
and was advanced to assistant man- 
ager at Little Rock in 1940. His suc- 
cessor at Little Rock has not been 
named. 





Study Most Frequent 
Causes of Male Disability 


Upper respiratory infections—such as 
influenza, pneumonia, grippe and bron- 
chitis—caused nearly 20% of all dis- 
abilities reported among men, accord- 
ing to a study of 500,000 disability 
claims filed with Mutual Benefit H.&A. 

Ulcers and stomach or intestinal 


trouble ranked next, causing 642% of 
all disabilities. 

General health reasons were respon- 
sible for disabling one of four men 
covered by the survey. Disorders of 
the digestive and circulatory systems 
together caused nearly one-fourth of 
all cases, 

More than one of every eight dis- 
abilities resulted from fractures, dis- 
locations or sprains. Ribs were the most 
frequently fractured bones. 


Chances of Living to 100 
Twice Those of 50 Years Ago 


Chances of living to 100 are twice as 
good tcday as they were 50 years ago, 
according to statistics of the family 
economic bureau of Northwestern Na- 
tional Life. 

Of the nearly 20 million babies born 
in the past five years, 80,000 should 
live to be 100 years old. Out of an equal 
number born in the early 1900s, how- 
ever, only about 40,000 would be ex- 
pected to reach the 100-mark. 

Approximately 500,000 of the total 
white American population living today 
will live to be 100 on the basis of pre- 
sent trends. The company statisticians 
calculated that out of each 100,000 
babies born in 1900, a total of 200 
should survive to see the year 2000. But 
cf each 100,000 born in 1950, approxi- 
mately 400 should live until 2050. 








are increased and made more 
profitable through use of the 





EQuiTABLE 


Company's unique Retirement 
Income Sales Kit. This Kit, com- 
plete with a phonograph train- 
ing record, contains all the 
materials needed to make a 
convincing Retirement Income 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 
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More Life Premiums 
Deterred by Flood 


Equitable Society has offered policy- 
holders who suffered hurricane or 
flood damage an extra 31 days be- 
yond the normal grace period allowed 
for paying life premiums in cases 
where the regular grace period ex- 
pires between Aug. 18 and Sept. 30. 

Colonial Life has given an emer- 
gency extension of 30 days, in addi- 
tion to the usual grace period, for 
payment of premiums by persons ad- 
versely affected by the floods. 

In addition to a _ previously an- 
nounced 31-day extension of the grace 
period, Aetna Life has informed pol- 
icyholders in flooded sections that 
group life, group S&A and group hos- 
pital-surgical-medical will not be ter- 
minated for a reasonable time during 
the emergency for non-payment of 
premium. If premiums cannot be paid 
during the usual grace period, the com- 
pany should be contacted for arrang- 
ing an additional grace period. Also, 
for a reasonable period during the 
emergency, group insurance will not 
be considered terminated because em- 
ployees are out of work due to flood 
conditions. Aetna Life should be noti- 
fied how long this arrangement will 
be needed. 

Travelers has extended its usual 
grace period an extra 30 days for 
premium payments by policyholders in 
areas hit by the flood and hurricane. 
The company is prepared to accommo- 
date A&H policyholders where the 
need arises. 





Dezube Joins Manhattan 


as Associate Actuary 


Mitchell Dezube, principal actuary 
of New York state insurance depart- 
ment, has joined Manhattan Life as 
associate actuary. 

Mr. Dezube entered life insurance in 
1946 with Provident Mutual Life in 
Philadelphia and two years later went 
with U. S. Life in New York City. He 
joined the New York insurance depart- 
ment in 1953 as principal actuary, de- 
voting his time to life insurance mat- 
ters. 





Penn Mutual Appoints 


Three General Agents 


Penn Mutual Life has appointed 
Charles J. Jung III, Robert E. Parsons 
and Paul C. Mur- 
phy general agents 
at New Orleans, 
Shreveport and 
Oklahoma __ City, 
respectively. 

Mr. Jung suc- 
ceeds Dorion 
Fleming, who _ is 
giving up manage- 
ment of the New 
Orleans agency 
after 47 years to 
become associate 
general agent. 
After four years with the Fleming 
agency, Mr. Jung was named agency 
assistant in 1952. He is a graduate of 


soe 





Charles J. Jung III 





Paul C. Murphy Robert E. Parsons 


the company’s general agent in-train- 
ing program and its first management 
assistants’ school. 

Mr. Parsons succeeds Forrest L. 
Forte, general agent for 15 years, who 


ee 


will devote full time to pesonal pro. 
duction with the agency. Mr. Parsons 
joined the company in New Orleans 
and was named district manager at 
Baton Rouge in 1952. He was grad. 
uated from the company’s 20th agency 
building school. 

Mr. Murphy, whose territory wij 
cover all of Oklahoma, replaces S. F 
Riebel, who resigned. Mr. Murphy was 
agency “man of the year” in 1952, 1953 
and 1954. 


Met Life F en 
Industrial Death Rate 


American wage-earners and _ their 
families recorded a lower death rate 
during the first six months than eyer 
before in the country’s history, based 
on experience among Metropolitan 
Life’s industrial policyholders. 

Through June, the death rate amon 
these policyholders was 644.4 per 100,. 
000, compared with the previous min- 
imum of 652.1 established last year 
and 668.6 for the first half of 1953, 

Tuberculosis mortality was one sixth 
lower this year than last, and only 
one half of what it was as recently as 
three years ago. Other diseases to 
establish new low death rates this 
year include the complications of 
pregnancy and childbirth, and the 
principal communicable diseases of 
childhood as a group. 

A mild outbreak of respiratory 
disease early in the year raised the 
mortality from penumonia and in- 
fluenza above that for the correspond- 
ing months of 1954. By the end of the 
January-June period, however, the 
death rate from these diseases was 
virtually the same this year as last, 
when a new minimum was established. 

The polio death rate in the insur- 
ance experience was the same—.2 
100,000—in both years. The reported 
number of cases in the general popula- 
tion of the U. S., however, decreased 
from 4,697 in the first half of 1954 to 
3,708 in the like period of this year. 

The mortaltiy from major chronic 
diseases was not appreciably different 
from last year’s. For the cardiovas- 
cular-renal disorders the death rate 
was 344.9 per 100,000, compared with 
347.1 a year ago. The toll from the 
cancers has remained at last year’s 
level—about 129 per 100,000. 

The accident rate was 5% lower, 
reflecting decreases in motor vehicle, 
home, and occupational accidents. 


Moore Jr. to Cedar Rapids 


William D. Moore Jr. has_ been 
named associate agency manager of 
American United Life’s Cedar Rapids 
agency. 

His father, William Sr., is Iowa state 
agent for the company and manager of 
the Cedar Rapids agency. His mother 
recently wrote a series of eight maga- 
zine articles on insurance. : 

Mr. Moore Jr. joined American in 
1949 and has been an agent, assistant 
agency manager and home office agen- 
cy assistant. 





Opens New Branches in South 

Retail Credit Co. has opened new 
branches at Montgomery, Ala., and 
Columbus, Ga. R. D. Edfeldt, the new 
Montgomery manager, has been with 
Retail Credit Co. nine years, most re- 
cently as a manager at Birmingham. 
C. R. Goodman, formerly assistant 
manager at Atlanta, will be manager 
at Columbus. 


MANAGEMENT 
CONSULTANTS » | 











Consultants 


in Marketing and Management 
for the Insurance Business 


FRANK LANG and ASSOCIATES 


1 NORTH LA SALLE STREET 
CHICAGO 2. ILL. FOANKLIN 2-2795 
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Interest in Variable Annuities and Mutual Funds 
Recalls Investment Plan of South African Insurer 


Current wide interest in variable 
annuities and mutual fund competition 
with life companies recalls South-Afri- 
can National Life’s investment activi- 
ties, described in THE NatTIoNaL UN- 
DERWRITER Of Dec. 9, 1949. 

A. D. Wassenaar, general manager 
of South-African National Life, told 
how his company’s policyholders par- 
ticipated in equity financing by means 
of a plan he described while visiting 
the U. S. in 1949. 

South-African National Life 3% 
years earlier had formed Bonus In- 
vestment Corp., an investment trust, 
which invests in anything promising a 
return with a good rate of interest. 
Policyholders pay cash dividends from 
their life policies to Bonus Investment 
Corp. (dividends are called “bonuses” 
in South Africa) and the investment 
trust issues contributory shares and, 
when these are paid up, sends a cer- 
tificate. 

The small investor’s savings in that 
way go into equity capital for various 
business ventures, yet the policyholder 
keeps his protection. About 40% of 
South-African National Life’s policy- 
holders were taking part in the invest- 


ment plan, Mr. Wassenaar said. 

Bonus Investment Corp., receiving 
each year a steady flow of new capital 
free of financing charges, acts as un- 
derwriter for issues or parts of issues 
for other firms and makes many direct 
investments. It does not seek control of 
businesses in which it invests, but is 
intent on its investment purposes. 
Some of its ventures are more specula- 
tive than those of the parent life com- 
pany. 

Life companies in South Africa are 
required to have 40% of their liabili- 
ties covered by government or bonds 
of equal character. The balance may be 
invested as the companies wish, includ- 
ing common stocks. There are no large 
scale attempts to control businesses 
through common stock purchases, 
however. 

South-African National Life, making 
sure Bonus Investment Corp. has good 
management, names one board mem- 
ber while policyholder-share-holders 
elect the others. The life company is 
a stock company and pays no divi- 
dends to stockholders from the ordi- 
nary business, under South Africa reg- 
ulations. 











Bankers National Has New 


Reducing Premium Plan 


Bankers National Life has intro- 
duced a new 10-payment life policy 
designed specifically for funded pre- 
mium plans. 

The new policy is a reducing prem- 
ium plan. It is participating with a 
minimum issue of $50,000 and will be 
issued standard only, ages 1 through 
70. Beginning with the sixth year, the 
premium is reduced 50%. At age 35, 
the annual premium per $1,000 of in- 
surance for the first five years is 
$75.12. The second five years premium 
is reduced to $37.56. 

The policy will have first-year cash 
values and first-year dividend, con- 
tingent upon payment of the second- 
year premium. Dividends will be ac- 
cumulated at 3% and all settlement op- 
tions will be available. 

To go along with the policy, the 
company will provide agents with a 
two-color, easy-to-use sales folder for 
the funded premium plan complete 
with a sales tract and all necessary 
figures. 





Great-West Life Appoints 


Sutherland and Rosenberg 


Great-West Life appointed Angus M. 
Sutherland and Issac Rosenberg as 
group actuarial assistants. Both are 
Fellows of the Society of Actuaries. 

Mr. Sutherland joined Great-West’s 
actuarial division in 1947- and moved 
to the group insurance division three 
years ago. 

Mr. Rosenberg, joined Great-West in 
1950 as an actuarial student and moved 
to the group division in 1952. 





Kansas City Life Sets 
Record for W. E. Bixby 


All records for a single day’s busi- 
hess were broken by agents of Kansas 
City Life Aug. 20 when $6,650,081 was 
written in honor of the birthday of 
President W. E. Bixby. The previous 
high was Aug. 31, 1954, at $5,727,590. 





Schneider to Guardian 


Morris Schneider has been appoint- 
ed assistant manager of W. S. Collins 
Gi of Guardian Life in New York 

Mr. Schneider, who was an account- 
ant, entered the life business in 1949 
and has been with Home Life and Pru- 
dential in New York City. He has won 
production awards. 


Hancock Holds Pension, 


Profit-Sharing Course 


Fifteen general agency representa- 
tives from 10 major cities in the U. S. 
have completed a course in pension 
and profit-sharing sales and adminis- 
traticn at the home office of John Han- 
cock. 

Purpose of the school, second of its 
kind held by the company, was to en- 
able agents to take greater advantage 
of increasing sales opportunities in the 
pension and profit-sharing field, to 
develop new business on existing plans, 
and tc aid in conservation through effi- 
cient administration and service. 

The first half of the course was de- 
voted to sales techniques, including the 
initial fact-finding interviews, admin- 
istration and service. The final days 
were concerned primarily with prob- 
lems of a more complex nature. 

The guest speakers during the 10- 
day session included Clarence W. 
Wyatt, vice-president; George Vinson- 
haler, 2nd vice-president; Ward L. 
Funk, 2nd vice president, group de- 
partment; William L. Sweeting, assist- 
ant general agent at Buffalo agency; 
Donald Shepherd, insurance consult- 
ant, Boston Bobst agency; Ray Leme- 
rise, manager, pension administration, 
Boston Pitcher agency; and John 
French, pension manager, Boston Bobst 
agency. 

Representatives from the general 
agency organizations and the home of- 
fice who attended the school were: 
General Agents Harvey G. Kemp, 
Oklahoma City, and I. Wesley A. Jones, 
Omaha; Assistant General Agents 
Richard F. Jones, Detroit, and Glenn 
Fateley, Indianapolis; Sabel K. Bruce, 
Dallas; W. Scott Connor, Chicago Bean 
agency; Blair R. Morris, St. Louis; Wil- 
liam P. Parr, Baltimore; Pierre J. 
Smith, New York; Hazel M. Toole, 
Indianapolis; Robert H. Travis, San 
Antonio; Chauncey Whittelsey, 
Previdence; and Eugene J. Ryan, home 
office. 


Met Names L. S. Reid 


as Purchasing Agent 


Lewis S. Reid has been appointed 
general purchasing agent of Metrcpoli- 
tan Life to succeed Alfred H. Good, 
who retired. 

Mr. Reid has been assistant general 
purchasing agent. His successor is 
Richard J. Conlan. Mr. Reid joined 
the company in 1935 and has been on 

the administrative staff since 1944. 


“| NEVER GAVE IT 
MUCH THOUGHT” 


You should, Mister Agent... 
Our training, topnotch sales aids 


and individualized policies to 






meet individual needs are 
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more money for you under 
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NEW ORLEANS. U.S.A. 








THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. ; 

Complete line of Life Insurance policy contracts from birth to age 70 with full 
death benefit from age 0 on juvenile policy contracts. 

Complete line of Accident and Health policy contracts with lifetime benefits. 
Individual and Family Hospitalization contracts. 

Complete substandard facilities. 

Educational program for fieldman. 


Strong, Progressive Company 
Older than 85°, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in Califorinia, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 


R. D. ROGERS, C.L.U., DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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Farm Bureau Group 
of Ohio Takes on 
Nationwide Title 


Farm Bureau Mutual group of Col- 
umbus, amidst a barrage of publicity 
throughout the country, on Sept. i 
changed its name to the Nationwide 
group. Farm Bureau Mutual Auto is 
now Nationwide Ins. Co., Farm Bureau 
Mutual Fire becomes Nationwide 
Mutual Fire, and Farm Bureau Life 
becomes Nationwide Life. 

The companies have begun a four- 
week advertising campaign to an- 
nounce the change and are spending 
approximately $600,000 in newspapers, 
television, radio, billboards and busi- 
ness papers. Mumm, Mullay & Nichols 
advertising agency of New York and 
Columbus developed a 16-page maga- 
zine section for the New York Times 
Sunday paper of Aug. 28. 

Farm Bureau announced some 
months ago that the name change was 
to take place Sept. 1, and announced at 
the same time a program of expansion 
under which it would be licensed in 
more states. Among the first states 
on the list are Illinois, Iowa, Indiana, 
Missouri, Massachusetts and Califor- 
nia. The companies are licensed now 
in 13 states and the District of Colum- 
bia. Plans for the expansion program 
hit a snag because of the number of 
farm bureau companies licensed in 
other states. The conflict in name is 
the principal cause of the adoption of 
the Nationwide title. 

The Farm Bureau companies took a 
16 page special section in the New 
York Times Aug. 28 to announce the 
change in name. 

The advertisement features’ the 
cooperative, policyholder ownership 
character of Nationwide and its affil- 


iates. The section starts off with an 
appeal for foreign aid in the field of 
education, and urges readers to learn 
all they can about United Nations, 
plan meetings on world problems in 
home, church, school, and club; urge 
Congressmen to expand all self-help 
programs and support the strengthen- 
ing of UN; send CARE packages; open 
homes to visitors from foreign lands; 
help churches send more missionaries, 
farm specialists, doctors, or educators 
abroad; learn all possible about various 
proposals for world government and 
support a good one; help organize 
local sponsorship of at least one dis- 
placed person’s family, and be a fos- 
ter parent to some small victim of war. 

Murray D. Lincoln, in an address to 
home office employes during a prog- 
gram marking the change of name, 
made some predictions for the future, 
and said that by 1975 Nationwide 
would be operating in all 48 states and 
would have nine million policies in 
force as compared with the present 
three million. Assets, he said, will be 
over the $1 billion mark (as against 
$235 million now) and the companies 
will have about 20,000 employes and 
agents. 

Three new life insurance policies 
are being put on the market—one to 
guarantee income for a widow during 
the years when she is not eligible for 
social security, an estate builder for 
young people, and a five-year con- 
vertible term policy in large amounts 
and with conversion privileges at low 
rates. 





Two New Mo. Insurers 


Financial Reserve Life of America 
has been licensed in Missouri with 
headquarters at Joplin. The company 
plans to issue up to 20,000 shares of 
$10 par value stock and intends to 


start business with $500,000 capital and 
surplus. 

American Universal Life of Clayton, 
Mo., also has been licensed and is au- 
thorized to issue up to 100 shares of 
$250 par value stock. It will commence 
business with $25,000 paid in. 





Prudential Makes Agency 


Changes in Milwaukee 


Prudential has made the following 
changes and expansion in its Milwau- 
kee agency: 

Hyman B. Parks, 
formerly division 
manager, has been 
made associate 
manager and Wil- 
liam A. Klein- 
schmidt, formerly 
agency assistant, 
and special agents 
Paul Refkin, Leon- 
ard Radowicz, and 
Frank T. DeFendi 
have been ad- 
vanced to division 
managers. Mrs. 
Charlotte Giesfeldt 
has been appointed agency assistant 
succeeding Mr. Kleinschmidt. 

Mr. Parks and Mr. Kleinschmidt both 
joined Prudential in Milwaukee in 1946 
and 1918 respectively. 

Mr. Refkin will serve as division 
manager of the new office in the Bay 
Shore shopping center and Mr. Rado- 
wicz in the Southgate area. Mr. De- 
Fendi will service brokerage accounts 
for the Milwaukee agency. 





Hyman B. Parks 





Moore to Claims Post 


Donald E. Moore has been named 
manager of the Pacific Coast claim de- 
partment of Massachusetts Protective 
and Paul Revere. 

Executive assistant in the home of- 
fice for the past six years, Mr. Moore’s 
headquarters will be at the San Fran- 
cisco office which administers dis- 
ability claims for 11 states. He joined 


the claim department nine years ago 
at Washington, D. C., and subsequently 
did field claim work in New Mexico, 





Boston Mutual Life 
Changes Districts 


Max S. Bell, Boston Mutual Life dis. 
trict manager at Woonsocket, R. | 
for the past three years, has taken over 
the managership at Springfield, Masg 
He succeeds Michael E. Migliori, who is 
on disability. 

E. Martin Dupray, staff manager at 
Salem since 1947, was promoted to dis. 
trict manager at Woonsocket. 

Mr. Bell joined the company in 1939 
at Cambridge and was staff manager in 
both Ailston and Waltham before his 
promotion to district manager in 1959. 
Mr. Dupray has been with the company 
15 years as agent and staff manager, 


New Equitable Auditor 
and Assistant Counsel 


Equitable Society has promoted 
James V. Parks to auditor of field 
accounts in the controller’s department 
and appointed Augustus J. Mitchell 
Jr. assistant counsel, law department- 
investments. 

Mr. Parks joined the company in 
1931 at Cincinnati and later went to 
the cashier’s office in Des Moines. He 
has served on the field audit staff in 
the home office and at the loan super- 
visor’s office at Chicago. He was 
named supervisor of field auditing at 
the home office in 1941 and entered 
the expense accounting division in 1946 
where he has been superintendent. 

Mr. Mitchell, a specialist in the 
mortgage loan phase of investments, 
has been on Prudential’s legal staff 
for 13 years on the west coast and at 
Newark. 








Eighteen representatives of Republic National — 


Life attended an advanced school at the Dallas 
home office, August 22-26. 





INTER- OCEAN 


LOOKS WITH PRIDE 





pany’s position of leadership for over 50 years, have realized their responsibilities 
to the industry as a whole. Many have generously contributed their leadership for 
the general advancement of the insurance business, and in so doing they have increased 
Inter-Ocean’s stature and their own, too. We look with pride on their achievements 


and roundly salute these deserving men. 


Agents who write Inter-Ocean’s up-to-date and complete line of Life, 
Hospital, Medical and Surgical Expense, and Income Protection know that 


they represent a sound and respected organization. 


COMMERCIAL @ WEEKLY PREMIUM e 
COMPLETE PROTECTION SINCE 1903 


INTER-OCEAN 


INSURANCE COMPANY 
CINCINNATI 2, OHIO 


ORDINARY 


Inter-Ocean agents, who have maintained the com- 









HARRY K. REID—After 
organizing the first 
A&H Association in 

Alabama, he served as 


president of that organ- 





ization. 


For two years, 
he was Board Member of 

the International Assoc. 
of A&H Underwriters, and 


has served in numerous 
(fof oXe fell f(-+on co) mal mole] Morton 
ciation. Harry K. Reid has 





GROUP 


represented Inter-Ocean as 
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fears ago I 
sequentiy | SUIVeY Shows Influence of 


' Mexico, | Psychological Attitudes 


(CONTINUED FROM PAGE 3) 
aged to think of himself as the part- 
ner, not the prey, of the agent.” 
This might be done, he said, by 
stressing the importance of the pros- 


.% dis. pect’s efforts before the agent arrives. ) 
ae R. I, The prospect should assemble neces- B R IAD j IB FER 
id n so sary financial and medical informa- 9 : >) 


tion; establish generalized goals for 
retirement, family security or educa- 
inager at | tion and estimate how much yearly 
>d to dis. | jnvestment can be made available to 
meet these goals. 


Bone 1939 In this way the prospect is encour- 
anager in : 1 
efore his | 28ed to prepare for a consultation with 


in 1952 his insurance agent, as he prepares 


company | for a consultation with his doctor, his The Lincoln National field man offers im- 























nager, architect or his lawyer. j : : 
Through the projective tests, Mr. paired risk protection as broad, as liberal, 
yr Weiss said, respondents indicated that is 
they believe death may be inevitable and as sound as modern underwriting and 
for the other fellow—but not for F 2 : 
sromoted | themselves. actuarial science can make it. Backed by 


of field But what should be interesting to 
partment creative people, he said, is the appar- 
Mitchell ently common fantasy that when you 
artment- prepare for something—as in buying 
3 life insurance—that “something” will 
pany in | never happen. 

pateongh “But should this magic fail,” Mr. 
staff in Weiss said, “insurance offers a second 
n super- | and even more powerful resistance to 
He was death—it assures the prospect’s im- 
jiting at | mortality through the perpetuation of 
entered his influence.” 


a company with 43 continuous years’ ex- 
ae pe. =  & perience in the substandard field, he 
: brings the comfort and protection of life 
insurance to impaired risks with expected 


mortality as high as 500%. 


Lincoln National’s broad, impaired-risk 


nin 1946 This prospect of immortality for 

dent. some men means shouldering their } 

BH. . responsibility as provider even after coverage is another reason for our proud 
' 2 | death. For others it is a desire to con- : g : 
yee claim that LNL is geared to help its field 


t and at | trol their family after death through 
funds provided by life insurance. 





Thus in the same apparent concern men. 
c Nationt | for the welfare of their families, Mr. 
the Dallas = Weiss said, two prospects may reveal 
completely different motivations—one THE 





an expression of love, the other a man- 
ifestation of hostility. 

Advertising can become more effec- 

tive in reassuring both prospects of 

_ their needed immortality by concen- 

| trating on the emotional problems of 

the buyer himself, rather than pictur- 

ing the comfort of his surviving family. 


New York Life to Hold 


' 13 Career Conferences 

Four hundred first-year agents of 
New York Life in the 13 divisions com- 
prising the eastern, west central and 
Pacific regions and the Canadian de- 


partment will discuss insurance selling 6 6 ' 

as a career at a series of three-day 

meetings with company executives be- ; 

tween Sept. 7 and Oct. 1. 
Participation is limited to first-year 

agents who have completed an inten- . 

| sive company training program and ave M oO R EF ae 

' maintained high quality sales. EES 

Divisions, conference locations and ol 

dates are: greater New York, Wake 

_ Robin Inn, Lakeville, Conn., Sept. 7-9; to se 

' east central, Terrace Plaza Hotel, Cin- eee - 

ar a Ro ony ' ws Boe crnsenoriny ; ae 
entworth-by-the-Sea, Portsmouth, 

N. H., 12-14; north central, Moraine Theres a henson 
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Hotel, Highland Park, Ill., 12-14; north 
Pacific, New Washington Hotel, Seat- Security offers new policies and features as 





tle, 12-14; northwestern, Curtis Hotel, 
Minneapolis, 15-17; central Pacific, 
Hotel Claremont, Berkeley, Cal., 15-17; 
southeastern, Bon Air Hotel, Augusta, 
Ga., 19-21; midwestern, President Ho- 
| tel, Kansas City, Mo., 19-21; south 
_ Pacific, Mar Monte Hotel, Santa Bar- 
bara, 19-21; middle Atlantic, Claridge 
Hotel, Atlantic City, N. J -, 22-24; south- 
western, Hilton Hotel, Fort Worth, 
Texas, 22-24: Canadian department, 
og York Hotel, Toronto, Ont., 29 


fresh as the hydrogen bomb! 





* NEW TERM Rates—Lowest term rates in the industry: $25,000 minimum—age 

35, $6.18 per thousand; proportionate rates—all ages. 

* Security’s $25,000 Minimum—Low-cost premium in a non-participating policy 
especially designed for business and partnership insurance and large in- 
surance buyers. 

* President’s Ten Plus—A $10,000 participating policy with new and unusual 
“fifth dividend” option. 

These are but ¢hree reasons. There are many more special policies and features 

geared for today’s need. 


General agent and agent franchises nd 
available in all states west of the Ee Cc u | t LIFE & ACCIDENT 
ed A&H manager by Union Casualty & Mississippi River. A “Best” recom- COMPANY 


Life. Mr. C ; ded company.Write: J. F. Joh 
a“. ——— SECURITY LIFE BLDG. » DENVER 2, COLO. 





|. H. Conover Named A&H Manager 


John H. Conover has been appoint- 
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Isolating the Success 


Last week at St. Louis, Superintend- 
ent of Agencies Horace R. Smith of 
Connecticut Mutual held a ballroom- 
full of members of the General Agents 
& Managers Conference for more than 
two hours while he explained in detail 
the agents’ training plan that he ad- 
ministers. This remarkable perform- 
ance was evidence of Mr. Smith’s abil- 
ity to hold an audience and of the in- 
terest of managers and general agents 
in improving their training methods. 

But it was, we think, evidence of 
something more: a need for more com- 
prehensive and coordinated research 
into what makes for success in life in- 
surance selling—and that includes ev- 
erything that goes with it in the way 
of supervising, training, financing. Mr. 
Smith’s researches have pulled back 
a corner of the curtain. What he has 
disclosed is so fascinating that it 
should be the basis for research that 
would disclose the entire panorama. 

The goal, it appears, is to develop 
techniques and amass’ knowledge 
through which management can, at 
reasonable cost, train the agent so he 
will come as close as humanly possible 
to realizing his true sales potential. 
Research conducted by Connecticut 
Mutual and some other companies and 
by LIAMA attack various facets of the 
problem. 

Yet the facet-by-facet approach 
tends to leave some areas unexplored. 
The prime example of this is research 
into the actual methods by which suc- 
cessful agents succeed. Implicit in this, 
of course, is inquiry into the kinds of 
supervision these successful agents get. 

A little has been done along this 
line but our inquiries have disclosed 
nothing that is anywhere near as de- 
tailed as it would have to be in order 
to be of maximum practical value. For 
example, techniques such as hidden 
microphones, “candid camera” movies, 
recording devices so compact they can 

be carried concealed by the agent or 
prospect are all available. They can 
be used not only in sales interviews 
but in prospecting interviews. They 
can be used in recording the kind of 
supervisory assistance the agent gets. 

In other words, everything possible 
should be learned about why the suc- 
cessful agent is successful. Not mere- 
ly that he makes this many calls or 
has that many interviews a_ week. 
Not merely what kind of policy he 
sold to his last prospect. There is need 
to analyze the methods used by pre- 

sumably typical personal producers— 
not those who owe their success to 
having in-laws with right connections. 
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Vitamin 


Enough of these agents should be 
thus microscopically analyzed so that 
from their methods can be distilled a 
wide enough variety of sales tech- 
niques to be adaptable to all the varie- 
ties of agents who need to learn them 
—even the agent who won’t call on 
his friends, the man who likes cold 
canvass, and the agent who prefers 
working at nights, along with those 
with the more orthodox work-habit 
preferences. 

The success of companies that have 
developed canned sales talks and in- 
sist on their use indicates that efforts 
at transferring sales knowledge and 
sales techniques obtained from _ suc- 
cessful agents to new agents is a step 
in the right direction. More accurate 
determination of what makes the suc- 
cessful agent sucessful, with the aim 
of transferring it to other agents who 
need it, is merely an extension of what 
a number of companies are already 
doing. 

Development of vastly more accu- 
rate training and supervisory methods 
is closely tied in with selection of 
agents. The more reliable the train- 
ing and supervisory techniques, the 
more valuable they are as a means of 
weeding out the agents who are in- 
herently incapable of benefiting by 
this training and supervision. If an 
agent doesn’t respond as he should, it 
will be possible to terminate him when 
he should be terminated. The agency 
head should be less likely to be in- 
fluenced by wishful thinking. 

If success were due to an elusive 
vitamin that good agents had and poor 
agents lacked, companies would invest 
readily in research to isolate it so it 
could be injected into marginal agents, 
turning them into million dollar pro- 
ducers. Unfortunately, there are many 
diverse factors involved in life insur- 
ance sales success. Research that at- 
tacks all of the possible factors, and 
on the most intensive basis, would 
seem to hold the best chance of reduc- 
ing agent turnover, increasing sales 
efficiency, and making more money 
for all those who are interested in 


PERSONALS 


H. G. Kanagy, former vice-president 
in charge of public relations of Mutual 
Benefit Life, has joined the faculty 
of Agricultural and Mechanical Col- 
lege of Texas as associate professor of 
business administration. 











Raymond J. Wiese, general agent for 
Provident Mutual Life at Chicago, and 
Mrs. Wiese, have returned from Seattle 
where they have been visiting Mr. 
Wiese’s son, Dr. Robert J., and his fam- 
ily, which includes a new son, Randall 
James Wiese. 


James L. Madden, 2nd vice-presi- 
dent of Metropolitan Life, has been 
named to the nominating committee of 
U. S. Chamber of Commerce. 


Frazar B. Wilde, president of Con- 
necticut General Life, has been named 
by Gov. Ribicoff of Connecticut to an 
18-member flood disaster recovery 
committee which will make plans for 
rehabilitating people and industry in 
the state. 


Justice Harry B. Hershey, former 
Illinois Commissioner, will sit as chief 
justice of the Illinois Supreme Court 
when it convenes Sept. 12. The position 
rotates annually among the justices of 
the court. Justice Hershey was elected 
to the supreme court in 1951. 


DEATHS 


ERNEST R. GRAY, 68, special agent 
at Des Moines for Prudential since 
1928, died at Iowa Methodist Hospital 
there after a brief illness. He was a 
former trustee of the National Assn. of 
Life Underwriters and a past-president 
of the Des Moines association. 











MARK S. TRUEBLOOD, 54 inspector 
of agencies on the Pacific coast and 
branch manager at 
Los Angeles for 
California and Ari- 
zona for Union 
Central Life, died 
from a heart at- 
tack. 

His death came 
as he was attend- 
ing a family re- 
union at the home 
of his brother 
Vice-president H. 
Dixon Trueblood 
of Occidental Life 
of California, in Covina, Cal. 

He began his business career on the 
editorial staff of the Louisville Cour- 
ier-Journal and then with the Cincin- 
nati Times Star. In 1925 he joined 
Union Central in the agency depart- 
ment. He was made midwest district 
superintendent of agencies and assist- 
ant superintendent of agencies, until 
1932 when he went to Los Angeles to 
reorganize the company’s agency there. 

He served as president and director 
of Life Insurance Managers Assn. of 
Los Angeles and Life Underwriters 
Assn. of Los Angeles. 


ALBERT J. ROBERTS, 59, A&H 
general agent for Old Line Life at 
Milwaukee, died there after an ill- 
ness of several months. He started 
as a special agent in Aurora, IIL, in 
1932. 





Mark S. Trueblood 





VA Loses First Step 
in Appeal of Benefit 
Assignment Case 


Judge J. W. Delehant of U. S. Dis. 
trict Court at Lincoln has refused to 
reverse his decision and grant a new 
trial in the veterans administration’s 
case against St. Paul-Mercury Indem. 
nity seeking payment from the in. 
surer for treatment of a war veteran 
in a VA hospital. 

The case was decided against the 
VA early in July, and the government 
has appealed and undoubtedly wil] 
carry its case now to the 8th circuit 
court of appeals. The case, United 
States of America vs St. Paul-Mercury 
Indemnity, is a test of an issue which 
involves millions of dollars. Insurers 
have for the most part steadfastly 
refused to pay benefits to VA hospitals, 
even if the insured assigns benefits 
to the hospital. The contention of the 
insurers is that treatment of a Veteran 
in a VA hospital costs the veteran 
nothing and, therefore, there is no 
liability under the policy. This point 
was upheld by Judge Delehant. 





Pension and Profit School 


Set for Purdue University 


Six life underwriters from all parts 
of the country have been selected to 
lead a pension and profit sharing 
school at Purdue University, Lafayette, 
Ind., Sept. 28-30. 

The staff includes William T. Earls, 
Cincinnati, general agent for Mutual 
Benefit Life; John O. Todd, Chicago, 
special agent of Northwestern Mutual 
Life and partner in Todd & Zischke 
Inc.; Herman A. Zischke, San Fran- 
cisco president of Herman A. Zischke 
agency and chairman of Todd & 
Zischke; Adon N. Smith, president of 
Adon Smith Associates of Charlotte, 
N. C., and Jacksonville, Fla.; Edwin 
R. Erickson, Buffalo, N. Y., general 
agent for John Hancock, and Lambert 
M. Huppeler, Boston, vice-president of 
New England Mutual Life. 


Enrollment will be limited to suc- 
cessful life underwriters and home 
office specialists. Topics to be discussed 
during the three days include “Back- 
drop of the Pension Scene,” “Methods 
and Media of Funding,” “The Story 
of the Profit Sharing Plan,” “An Ana- 
lytical Appraisal of the Various Meth- 
ods of Funding,” and “How to Develop 
and Sell the Pension Trust Plan.” 

This will be the first pension and 
profit sharing school to be offered by 
Purdue and it coincides with the 10th 
anniversary of Purdue Life Insurance 
Marketing Institute. 





Intercoast Life Is Approved 


Intercoast Mutual Life of Sacramen- 
to has been granted a certificate to act 








as a full legal reserve mutual life and | 
disability insurer. The company for- | 


merly was Inter-Coast Insurance Assn. 


and is the last of the so-called chapter — 


9 companies (of the insurance code) in 
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Curiosity Helps 
Woman Agent's 
Phone Approach 


A woman’s voice on the telephone 
arouses curiosity—‘“so why not exploit 
it to our benefit?” asked Suzanne Au- 
det, Prudential of England, Quebec, 
in her talk at the Women’s Quarter 
Million Dollar Round Table at the 
National Assn. of Life Underwriters 
annual meeting St. Louis. 

“I can tell you by experience,” she 
said, “that if you have a good tele- 
phone technique for a short conversa- 
tion on the telephone you never fail to 
get an appointment, even if it is only 
to see what this girl looks like. Many 
people who have made an appoint- 
ment out of curiosity have developed 
to be very good clients and centers 
of influence. 


“You have read in the insurance 
magazines that if you smile over the 
telephone the other party will feel it. 
It is very true, and also true is the 
fact that if you have positive think- 
ing over the telephone you will get a 
positive response. Your telephone voice 
has personality—develop and use it. 

Miss Audet uses this telephone ap- 
roach: 

“This is Suzanne Audet of the Pru- 
dential company. I don’t think I have 
had the pleasure of knowing you, but 
I have been suggested by a mutual 
friend to contact you. I would like to 
meet you to talk about life insurance 
and might have a_ suggestion that 
would be of help to you. Do you think 
you might have a few minutes free 
tomorrow morning, or maybe you 
would prefer to come to my office— 
this is at the Price building.” 

As it works out, about half the ap- 
pointments are at Miss Audet’s office. 
She gets one appointment as a result 
of every two calls and a sale out of 
every three appointments. Having the 
appointments at her office saves a 
great deal of time. 


A woman in business should have 
two personalities, said Miss Audet. 
While a man is accepted as a business 
man everywhere he goes and is ex- 
pected to talk and act like one, this 
cannot be done by a business woman, 
she said. If she tries to, she ruins both 
her personal life and her career. 

“As constructive as the social con- 
tacts can be for our business, they can 
be very destructive if we use them 
with a business attitude,’ said Miss 
Audet. “If we go to a social gathering 
people must see in us not a sales- 
woman but Mrs. or Miss So-and-so, 
who is a feminine person. If the same 
person makes a business call a few 
days later, that social acquaintance 
will give her much more credit for 
having two individualities instead of 
one.” 


N. E. Mutual Appoints Librarian 
New England Mutual Life has ap- 

pointed Miss Agnes Brite librarian in 

the home office. She has been librarian 

> the engineering library of DuPont 
0. 


New England’s library was set up 
20 years ago primarily to provide text- 
books used in connection with agents’ 
training programs. Within the past 
year, the emphasis has been changed 
to create a reference library for home 
office employes. 





L. & C. of Tenn. Appointments 
Life & Casualty of Tennessee has 
appointed W. E. McDermott district 


+ gti manager in North St. Louis, 
oO. 

A second district office has been 
opened in Birmingham, with R. D. 
White, former staff manager in Pen- 
sacola, as manager. E. L. Fulmer, who 
has been staff manager in Corpus 
Christi, has been named state super- 
visor of Texas. 





Fraim to State Mutual: 


Hazen Retires as G. A. 

State Mutual Life has appointed 
Robert C. Fraim manager at Knoxville 
to succeed T. F. 
Hazen, who is re- 
tiring as general 
agent to devote 
full time to his 
personal clientele. 

Mr. Fraim has 
been manager of 
the life depart- 
ment of John 
Bailey Co., gen- 
eral agency in 
Knoxville. 

Mr. Hazen en- 
tered life insur- 
ance 34 years ago and joined State Mu- 
tual Life in 1929 as general agent in 
Knoxville. He is past president of 
Knoxville Assn. of Life Underwriters. 
He will continue his association with 
the agency which has been moved to 
enlarged offices away from the down- 
town area. 


Life of Ga. Names Five 


Life of Georgia has named these 
staff managers to the training depart- 
ment: William E. Bull, Greenville, who 
joined the company at Greenville in 
1950; W. E. Conley, Lexington, who 
joined in 1949 at Lexington; Guy 
Dobbs Jr., Jackson, who joined at the 
home office in 1937; John Hogancamp, 
Sarasota, who joined in 1949 at Sara- 
sota; and Robert G. Ward, Miami, who 
joined in 1947 at Miami. 





Robert C. Fraim 








Changes Convention Site 


Federal Life of Illinois is holding its 
1955 convention at Chalfonte-Haddon 
Hall, Atlantic City, N. J., from Aug. 
29-Sept. 2, instead of at the Shawnee 
Inn in Pennsylvania. 

The company had to make arrange- 
ments for a new location after the 
Shawnee Inn was closed by floods in 
the east. Convention programs, badges 
and other material were lost in the 
flood but everything was reprinted 
and repaired in time for the five-day 
meeting. 





Conn. Banks Defer Life Premiums 
Connecticut mutual savings banks 
issuing savings bank life insurance 
have extended the normal 31-day grace 
period an additional 31 days for all 
policyholders in the _ state’s flood- 
stricken areas whose premiums fall 
due between July 15 and Sept. 15. The 
banks have 6,000 policyholders in these 
areas with $6 million of life in force. 





Boston Mutual Names 4 Managers 

Boston Mutual Life has promoted 
Sidney M. Geffen, Ira A. Jivelekian, 
Robert T. Patch and Edward Varja- 
bedian to district managers at Brock- 
ton, Malden, Lynn and Somerville, 
Mass., respectively. Messrs. Geffen, 
Jivelekian, Patch and Varjabedian 
have been staff managers at Fall River, 
respectively. 





Win Agency Management Awards 

William W. Cramer, director of the 
individual A&H department of Equit- 
able Society, and Mrs. Margaret F. 
Carlsen, staff assistant in the training 
division, have been awarded certifi- 
cates in life insurance agency manage- 
ment by American College. Both are 


Manager in Washington, D. C. He hasCLUs. 
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men to assist agents . . . An alert 
Underwriting and home office staff . . . 


Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 
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DOING WELL? 
YOU BET! 
































SO ARE THE NEW MEN IN PROVIDENT’S FIELD FORCE. We are 
mighty proud of the success obtained by the new men who join our 
field force. Being an agency minded company, we are always aware 
that ‘‘new blood” is essential to a vigorous, growing company such 
as ours. And, what’s more, through our complete training program, 
liberal financing and other benefits, our ‘“‘new blood” continues 
to circulate and thrive. 


Yes, we will continue to do well because the new men we bring 
into our ranks do well. 


Information concerning opportunities in the ‘‘Provident States’’ 
will be supplied upon request. 


THE PROVIDENT 


Life Insurance Company 


BISMARCK, NORTH DAKOTA 


Joseph Dickman, Agency Vice President 


Life - Accident - Health - Hospitalization - Annuities 
Pension Trust 
*‘The Provident States’’ 
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List Winners of NALU 
Membership Contest 


John C. Donohue, Penn Mutual Life, 
Baltimore, a trustee of National Assn. 
of Life Underwriters, announced win- 
ners of the “big blast” membership 
contest to a national council session at 
the NALU annual convention in St. 
Louis. 

The country was divided into 10 





“ALL-AMERICAN. 
CONTRACT. 


FEATURES. 
© Top Commissions 
© Life-Time Renewals 
© Production Bonuses 
© Persistency Bonuses 
© Retirement Renewals 
© Group Life and Hospitalization 
Insurance 


PLUS... 7 
© Prize-Winning Sales Aids 
® Agents Training Schools 
® Production Club Conventions 
© Regional Sales Meetings 


Write for your copy of "Ca- 
reer Opportunities" to .H. S. 
McConachie, Vice President 
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LUTHERAN BROTH- 
ERHOOD is well 
aware of the im- 
portance of today’s 
youth in the future 
of the Lutheran 
Church, and 
through its benev- 
olence program 
seeks to foster their 
Spiritual growth. 


FOR EXAMPLE, literally thousands of beav- 
tiful, large, full-color maps of the Holy Land 
have been prepared and distributed, free 
of charge, by LUTHERAN BROTHERHOOD 
as teaching aids to Sunday school teachers 
throughout the nation. 


These contributions to the Lutheran 
Church school are a part of the object 
and purpose of LUTHERAN BROTHER- 
HOOD, as stated in its ARTICLES OF 
INCORPORATION, “.. . ¢0 promote the 
spiritual, intellectual and physical wel- 
fare of its members.” 


LIFE INSURANCE IN FORCE $600,000,000 








Lutheran Brotherhood 
LEGAL RESERVE LIFE INSURANCE 
CARL F. GRANRUD, President 
608 Second Avenue So. * Minneapolis, Minn 





regions and four size groups, each 
directed by a vice-chairman, for the 
contest, Mr. Donohue explained. Win- 
ning vice-chairmen received leather 
folders, while outstanding membership 
chairmen within the areas and size 
groups were given lighters. 

Winner in the area category was 
Richard W. Johnson, who headed Area 
2, consisting of Arizona, California, 
Nevada and Utah. Size category winner 
was Charles P. Fehi, Cleveland, who 
spearheaded the drive in local asso- 
ciations with more than 500 members. 

Winning state association was Utah. 
Winning local associations were Balti- 
more in the five-star group, Ft. Worth 
in the four-star group, Salt Lake City 
in the three-star group, and Statesboro, 
Ga., in the under 100 group. Hawaii 
was tag day winner. 

Within the 10 areas, winning state 
and local associations were: Area 1, 


Montana and Helena, Mont.; area 2, 
Utah and Orange County, Cal.; area 3, 
Colorado and Lea County, N. M.; area 


4, Iowa and Council Bluffs, Ia.; area 5, 
Hlinois and Marion, Ind.; area 6, Lou- 
isiana and Gadsden, Ala.; area 7, 
South Carolina and Panama City, Fla.; 
area 8, Delaware and Pulaski, Va.; 
area 9, Connecticut and Stamford, 
Conn.; and area 10, Vermont and Mon- 
tachusett, Mass. 


Wis. National Promotes 


Stillman, Lichtenberger 

At a meeting of the Board of Wis- 
consin National Life, W. Mead Still- 
man was elected executive vice-presi- 
dent and general counsel and Oscar A. 
Lichtenberger was elected financial 
vice-president and treasurer. 

Mr. Stillman became assistant gen- 
eral counsel and a member of the 
Board in 1944 and was appointed gen- 
eral counsel in 1945. In 1948 he was 
made vice-president and general coun- 
sel. He is a member of the law firm 
of Keefe, Patri, Stillman and Nolan, 
and a director of the First National 
Bank of Oshkosh. 

Mr. Lichtenberger joined the com- 
pany in 1912 as assistant treasurer and 
was elected treasurer in 1942. He was 
elected to the board in 1945 and in 
1948 was made vice-president and 
treasurer. 


Old Republic of Pa. Adds 


to Surplus, Doubles Capital 


Old Republic of Pennsylvania has 
doubled its capital as the result of re- 
cent financing. Capital was increased 
to $1 million and $14 million was add- 
ed to the surplus, which is now in ex- 
cess of $2,600,000. 

The additional stock issue, under- 
written by First Boston Corp., was 
oversubscribed. 

The company plans to broaden its 
underwriting facilities to include all 
fire and casualty lines and to operate 
soon on a nationwide basis. 


Manhattan Names Caudill 


snscaoeatl Life has appointed Sam 

‘ C. Caudill Jr. gen- 
eral agent at Spo- 
kane. A new agen- 
cy, its offices are 
at 718 East Wal- 
ton street. 

Mr. Caudill was 
with American 
National of Gal- 
veston from 1953 
to this year and 
with New World 
Life of Seattle at 
Spokane _ from 
1950 to 1953. 











S. C. Caudill 


Great Southern Eases 
Employe Benefit Plan 


Great Southern Life has made six 
major changes in its agents and em- 
ploye benefit plans, effective Sep- 
tember 15. Four of the changes con- 
stitute liberalizations of existing bene- 
fits, while two represent additions to 
the schedule of benefits. 

Previous limitations on hospital and 
surgical benefits payable under the 
existing plan for successive periods of 
hospitalization during a claim year 
have been substantially liberalized, the 
waiting period for employe eligibility 
for the full schedule of noncontrib- 
utory group life insurance has been 
reduced to three months and death 
benefits have been raised to equal the 
annual salary at time of death, up to a 
maximum of $15,000. 

In lieu of the use of noncontributory 
group life insurance as a temporary 
disability benefit, employes are now 
provided a separate disability benefit 
to become payable after the expiration 
of existing sick leave period, during 
which salary is continued. The min- 
imum disability benefit will be $50 a 
month. 

Retirement annuity benefits for 
salaried employes, formerly based on a 
percentage of base pay computed from 
the date employe becomes a participant 
to attainment of age 65 have been in- 
ceased by the granting, at company 
cost, of an additional annual retire- 
ment annuity equal to $75 for each 
$1,000 of annual salary in effect at re- 
tirement date (age 65). 

The company will make available a 
program of major medical insurance 
for employes and their dependents and 
agents and their dependents through 
a contributory plan with the only pro- 
vision being that the eligible person 
must be already insured under the 
company’s basic hospital and surgical 
plan. 

The major medical plan will pay 
75% of all covered medical expenses 
up to $5,000, exclusive of an original 
deductible amount equal to the bene- 
fits payable under the basic hospital 
and surgical plan plus $200. 

Contributory group life insurance 
has been made available to employes 
in accordance with the following form- 
ula: For employes with annual sala- 
ries of $10,000 or less, the amount of 
contributory group life will be an 
amount equal to one year’s salary; for 
employes with annual salaries in ex- 
cess of $10,000, it will be the greater 
of 1% times the annual salary minus 
$15,000, or $20,000 minus the annual 
salary; provided that the maximum 
amount of contributory group life 
shall not exceed $25,000. 





Gold Stops Conversion 
of A&H Insurer in N.C. 


Commissioner Gold of North Caro- 
lina has ordered States Hospital Asso- 
ciation to stop its conversion to a stock 
A&H insurer, after finding that its 
method of issuing stock was improper 
and not in conformity with state 
law. 

The commissioner directed the com- 
pany to return to its old name and 
status as a non-profit hospital service 
corporation, said no license will be 
issued to it as a stock concern and or- 
dered held in escrow a fund of $19,- 
498 collected from the sale of stock. 

Mr. Gold announced that warrants 
have been issued charging three agents 
of the association with forging stock 
transfer certificates and that a grand 
jury presentment is to be made against 
a fourth. His investigation turned up 


——... 
—— 


several hundred forgeries of stock 
transfers. He announced he is t 
over to Attorney General William 3 
Rodman the entire file in the case, 





Beardsley Named Actuary 


Charles M. Beardsley has been 
named actuary of Security Life & Trust 
of Winston-Salem. He was formerly as. 
sociate actuary of Paul Revere Life. 

Mr. Beardsley joined the actuarial 
department of Paul Revere Life in 
1947, was made supervisor in 1950, as- 
sistant actuary in 1952 and associate 
actuary in 1954. 


























@ Provides income 
protection dur- 
ing family’s de- 
pendency years 
in moderate or 
large amounts 
as needed, 


Unique in its 
range—incomes 
from $10 to 
$40 per month 
per thousand. 


Rider affixed to 
any mew con- 
tract (minimum 
$2500) except 
5 or 10 year 
term. 


® Basic policy ben- 
efits remain un- 
changed. 


e Liberalized rid- 
er the means of 
tailoring poli- 
cies to fit vari- 


able needs. 





e@ Competitive cost 
— Flexible and 
liberalized, 


Family Income 
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ideal contract: 
for young peo- 
ple with family 
responsibilities. 
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FTC. Jurisdiction Extends 
Where State Laws Fail 


(CONTINUED FROM PAGE 1) 
jurisdiction unfair trade practices in 
the business of insurance would come. 

It is important, he said, to consider 
that Congress, in redefining the scope 
of federal and state laws, made a deli- 
cate political adjustment to permit 
the states to continue unhampered in 
the regulation of insurance to the ex- 
tent provided by the McCarran act, by 
providing federal legislation relating 
to interstate commerce which pre- 
yented complications and duplication 
in law enforcement. 

His third point was that state 
statutes regulating the business of 
insurance which fail substantially to 
cover the area encompassed by the 
FTC act do not preserve jurisdiction 
to such states in that area. Whether a 
state statute in fact regulates unfair 
acts and practices is determined by an 
appraisal of the state law. Such stat- 
utes need not reenact or parallel the 
federal law. There may be divergent 
patterns of regulation. 

Point four of Mr. Knowlton’s talk 
was that state regulatory statutes must 
provide for administrative enforce- 
ment in order for states to retain 
jurisdiction and exclude FTC. They 
must regulate unfair methods of com- 
petition ahd unfair acts or practices 
which must substantially cover the 
same ground that the FTC covers. To 
leave any of the ground uncovered 
would create a gap in the authority of 
the state and create an area, unless 
covered by some general statute, in 
which FTC might exercise jurisdiction. 
Any method of enforcement which 
gives the commissioner effective power 
to stop an unfair trade practice and 
prevent future violations would be 
adequate, he said. 

His fifth point was that in enacting 
the proviso clause of section 2 (b) of 
the McCarran act, Congress intended 
that if the states enact legislation in a 
field subject to the FTC act in the 
absence of such legislation, then the 
state law would occupy the field to 
the exclusion of the federal statute. 
It was never intended that there should 
be concurrent jurisdiction between 
FTC and the several states. 


Making this point, Mr. Knowlton 
said statements on the floor of the 
Senate in-connection with the debate 
on the proviso clause not only refute 
the narrow theory of concurrent juris- 
diction, but clearly support the con- 
struction that Congress intended that 
the states should occupy the area of 
regulation of the insurance business 
and that after the expiration of the 
moratorium provided by the McCarran 
act, the federal acts would apply only 
in those areas where the states had 
not taken appropriate legislative 
action. 

Mr. Knowlton’s sixth conclusion 
was that the trend of the legal deci- 
Slons indicates that the states have 
authority to regulate the business of 
their domestic insurers even though 
such regulation may extend beyond 
the borders of the state of domicile, 
particularly over the activities of 
domestic insurers initiated within the 
State of domicile but completed out- 
side that state and for the purpose of 
where they reside. A state may have a 
legitimate public interest in controlling 
and regulating the relationship of its 
Insurer with the public of another 
State sufficient to support such regula- 
tion, he said. 

He quoted the decision in Osborn 


vs Ozlin in which the court held “The 
mere fact that state action may have 
repercussions beyond state lines is of 
no judicial significance so long as the 
action is not within that domain which 
the Constitution forbids.” 

In Hoopeston Canning Co. vs Cullen, 
involving the validity of certain pro- 
visions of the New York insurance law 
applicable to foreign reciprocals affect- 
ing business activities carried on out- 
side New York, the court said: “Nei- 
ther New York nor Illinois loses the 
power to protect the interests of its 
citizens because these associations 
carry on activities in both places. We 
think the regulations themselves, since 
they are aimed at the protection of 
the solvency of the reciprocals or at 
promoting the convenience with which 
New York residents may do their in- 
surance business, are all within the 
scope of state power.” 

The limitations upon the power of 
the state to regulate interstate com- 
merce which Congress intended to 
withhold from the states do not apply 
to the power, as well as the right, of a 
state to control all of the activities of 
a domestic corporation, whether within 
or without the state of its origin, Mr. 
Knowlton said. It has never been held 
by any court that a state is barred 
from controlling the operations of a 
domestic corporation with respect to 
activities carried on by the corporation 
outside of the home state because to 
do so the state would be regulating 
interstate commerce. 

The power of a_ state over its 
domestic corporations is a very strong 
one under the police power, he said. 
The licensing power is particularly 
extensive in the case of a corporation 
clearly affected by public interest, such 
as an insurance company. 

Finally, Mr. Knowlton said, the only 
area in which FTC has jurisdiction at 
present is where the home state of 
insurer does not have sufficient law to 
permit the regulation of unfair meth- 
ods of competition and unfair acts or 
practices of domestic insurers. 





Kolodny Appointed Regional 
Manager at Cincinnati 


for Franklin Life 


Sol Kolodny has been appointed re- 
gional manager for Franklin Life with 
headquarters at 
336 Dixie Terminal 
Building, Cincin- 
nati. He will direct 
the company’s 
agency expansion 
program in south- 
ern Ohio and ad- 
joining areas of 
Kentucky and In- 
diana. 

Mr. Kolodny was 
with Ohio Nation- 
al Life since 1952 
before that "with 

‘ore at wi 
Sol Kolodny Mutual of New 
York. He is a life and qualifying mem- 
ber of the Million Dollar Round Table. 

John E. Duffy, former regional sales 
manager in the Cincinnati area, has 
been transferred to Chicago in an ex- 
ecutive sales position for the company 
as a result of an illness which curtailed 
his activities. 


Name Bennett Associate 


Counsel of Mass. Mutual 


Roger W. Bennett has been named 
an associate counsel of Massachusetts 
Mutual Life. 

Mr. Bennett, who joined the com- 
pany in 1935, was in the claim depart- 
ment seven years before transferring 
to the law department. He was ad- 
mitted to the bar in 1944, named an 
attorney the following year and ap- 
pointed assistant counsel in 1952. 
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One of the most popular features at the NALU meeting in St. Louis last week, 
was the panel presentation at the agents forum, arranged by William H. Pryor, 
Connecticut Mutual, Milwaukee, back row, left, and moderated by Arthur F. 
Priebe, Penn Mutual, Rockford, Ill., right, chairman-elect of Million Dollar 
Round Table. Panelists, front, from left, were W. Thomas Craig, Aetna Life, 
Los Angeles; Vincent B. Coffin, senior vice-president of Connecticut Mutual, 
and Harry K. Gutmann, Mutual of New York, New York City. 


R. B. “Tilly” Walker, New York Life, 
Hollywood, Fla., shown with Ethel 
Karene, Union Central, New York 
City, chairman of the women’s sub- 
committee on membership, at the 
NALU meeting in St. Louis last week. 





.3 


M. L. Camps, John Hancock Mutual, 
New York City, chairman of General 
Agents & Managers Conference of 
NALU, shown receiving a plaque rec- 
ognizing his service from Ray Wertz, 
Lincoln National, Detroit, at the NALU 

meeting in St. Louis last week. 


Oscar A. Boon, 
Metropolitan Life, 
Tampa, F la, 
flanked by two 
Jefferson National 
Life home office 
representatives, 
John R. Ray, agen- 
cy director, right, 
and Herbert Bell, 
assistant agency 
director, at the an- 
nual NALU con- 
vention in St. Louis 
last week. 


Gordon V. Hock- 
aday, center, Spo- 
Kane, a new trus- 
tee of NALU, 
shown with two 
Chicagoans who 
are also with 
Equitable Society, 
Robert R. Reno 
and Phillip B. 
Hobbs, a past 
president of 
NALU, at the an- 
nual NALU meet- 
ing St. Louis last 
week. 


Pictured at left at a board meeting of 
American Society of CLUs at St. Louis 
last week are, Sid Marean, Independ- 
ent Life, Cincinnati; Walter B. Wheeler, 
director of field serviees for American 
College of Life Underwriters; Lee 
Waggoner, assistant manager of sales 
of Mutual of New York and associate 
editor of the CLU Journal, and Herbert 
W. Florer, Aetna Life, Boston. 


Pictured at the right are A. L. Kirk- 
patrick, manager of the insurance de- 
partment of the U. S. Chamber of Com- 
merce and Ralph G. Engelsman, New 
York City consultant, at the annual 
NALU convention in St. Louis last 
week. 


~ 


Luminaries at the General Agents & Managers Conference meeting of NALU 
during the annual convention at St. Louis: Front row from left, Kenneth R. 
Strang, manager, John Hancock, Detroit; Bethel W. Walker, New York Life 
manager at San Francisco; M. L. Camps, John Hancock, New York City, out- 
going chairman of GAMC; John A. Lloyd, executive vice-president of Union 
Central Life, and Horace R. Smith, superintendent of agencies Connecticut Mu- 
tual, all speakers at GAMC sessions; rear, C. J. Zimmerman, managing director 
of LIAMA, and Robert W. Osler, vice-president of Rough Notes Co., both 
speakers on the GAMC program, and Henry W. Persons, Mutual of New York 
Chicago, GAMC program chairman. 
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MURCHISON PURCHASER 


Start Court Action 
To Halt Sale of 
Western States Lite 


An action has been started in dis- 
trict court at Fargo to prohibit six 
agents of C. W. Murchison of Dallas 
from buying stock in an attempt to 
gain control of Western States Life of 
Fargo. The complaint was signed by 
Leslie R. Burgum, attorney general, 
acting for the securities commissioner. 

It is alleged the Murchison agents 
have been using fraud and deceit in 
soliciting stockholders of Western 
States and it is asked that they be 
permanently prohibited from “pur- 
chasing or offering to purchase the 
capital stock of said company or any 
part thereof.” 

The six agents have been ordered to 
appear in Burleigh county district 
court Sept. 16 to show why they 
should not be prohibited from solicit- 
ing the stock. 

President Otto Haakenstad of West- 
ern States said his company is aware 
of the action taken by the state and is 
in accord with it. 

“We have received numerous com- 
plaints from stockholders of the same 
nature as those cited,” Mr. Haakenstad 
said. 

A subpoena also has been issued re- 
quiring the Murchison agents to pro- 
duce records pertaining to their activ- 
ities in behalf of Murchison. 

The attorney for Mr. Murchison 
said the six men named in the com- 
plaint will be defended and explained 
they are independent contractors who 
are buying Western States stock on 
behalf of Mr. Murchison. 





The complaint cites allegations 
against the Murchison agents in their 
dealings with stockholders. Among 
them is the statement that Mr. Murchi- 
son has acquired or is about to acquire 
control of Western States; after the 
company is under Mr. Murchison’s 
control “he would see to it that no 
dividends were paid on company stock 
and stock of stockholders who refused 
to sell would be rendered worthless;” 
that the officers of Western States 
were and are being paid exorbitant 
salaries and are using funds for purely 
personal purposes and are otherwise 
milking the assets of the company; 








Harold K. Myers, Travelers, Cleve- 
land, and Laurie Pratt, Penn Mutual, 
Knoxville, both directors of American 
Society of CLUs, are shown at the an- 
nual NALU meeting at St. Louis last 
week. 








that Mr. Murchison or his agents will 
purchase the stock for $5 a share 
which is more than it is worth and 
they are the only ones who will pur- 
chase the stock at that price. 

Such representations on the part of 
these agents the complaint says, are 
“false, fraudulent, deceitful and un- 
true and are being made for the pur- 
pose of compelling and coercing stock- 
holders to sell their stock in further- 
ance of a plan to purchase the control- 
ling interest in said company in behalf 
of Murchison.” 

A Dallas broker wrote Western 
States’ stockholders in June offering 
$5 for each $1 par value share of West- 
ern States’ stock submitted for sale 
by July 18. He was representing Mr. 
Murchison, and it is reported that more 
than 10% of the stock was bought on 
the first offer. Since then, the direc- 
tors of Western States have been mak- 
ing an all-out effort to keep the owner- 
ship in North Dakota. 

R. H. Barry, the Fargo representa- 
tive of Mr. Murchison said the action 
is welcomed, adding: “This lawsuit 
has apparently been commenced at 
the request of certain officers of 
Western States. All that Mr. Murchison 
has done is to offer $5 per share for 
stock which has been selling in the past 
for $2.50 to $3. This, of course, he 
has a perfect right to do.” 

Last month the officers of Western 
States said a group of North Dakotans 
would purchase any stock of Western 
States at the same price offered by 
Murchison. 








Awaiting the opening of a committee session, at the NALU convention in St. 


Louis last week are, W. J. Mack, Northwestern Mutual, Cincinnati; Winston 
Emerick, New England Mutual, Johnstown, Pa.; Robert Trullinger, Ohio State 
Life, Harrisburg, Pa., and Walter G. Gastil, Connecticut General, Los Angeles. 


Leading Mutual Benefit 
Agency Head Offers Tips 


William T. Earls, general agent for 
Mutual Benefit Life at Cincinnati, has 
outlined 10 successful closing methods 
in an article for the September issue 
of The American Salesman, entitled 
“10 Ways to Land the Order. . .NOW.” 

Mr. Earls, was 1953 chairman of the 
Million Dollar Round Table. 


The Cincinnati agency, which re- 


presents Mutual Benefit in 29 Ohio 
counties, leads the company’s 74 agen- 
cies in sales for the first seven months 
of 1955. It has led all other Mutual 
Benefit agencies in volume of sales 
each year since Mr. Earls became gen- 
eral agent in 1951. 

The agency had $10 million in sales 
for the first seven months of 1955 as 
compared to $814 million for the first 
seven months of 1954. Sales for 1955 
are expected to surpass the agencies 
record of $15 million set in 1954. 
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MANAGEMENT 
OPPORTUNITY 


One of the largest and most progressive life 
insurance companies in America has an open- 
ing in Chicago for a topflight man who would 
be interested in managing an _ established 
Agency. We have a complete line of products— 
all forms of life insurance, annuities, and a 
completely new idea in employee-benefit plan- 
ning with a new, low-cost pension plan for small 
and large groups. Also individual accident and 
health and group coverages. This is a genuine 
opportunity with unusual income possibilities, 

















and we are only interested in talking to people 
of proven ability. Please write to Box H-1, 
(NATIONAL UNDERWRITER), giving full 
particulars as to age, experience, and training. 
All replies will be treated in strictest confidence 
and no inquiries will be made without your per- 


mission. 








WANTED 


An aggressive Home Office Sales Manager by 
a Utah capital stock company specializing in 
life insurance. We prefer a man who has had 
experience in both the field and home office. 
Duties require ability to hire, train and super- 
vise agents, also to develop advertising and 
promotion work in the Home Office. Successful 
background with proven ability to recruit and 
train men necessary. When replying, give ful 
details as to background. Reply to Box 2460, 
Salt Lake City, Utah. 








DOCTOR 


Excellent Opportunity for M.D. on H.O. medical 
staff of large, progressive So. Calif. Life Co. 
Fulltime, permanent position. Employee Health 
Service and Life Risk Apprafsal. Calif. license 
will be required. Age under 35. Complete data 
to Box G-88, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








ASSISTANT AGENCY MANAGER 

WANTED IN CHICAGO 
Here is an exceptional opportunity to step 
into a good position as an Assistant Man- 
ager in one of the largest Agencies of a 
moderate sized Midwest Company. The 
Company writes both Life Insurance and 
Accident and Health Insurance. This 
Agency gets its business from general in- 
surance men. The Assistant Manager would 
help close business and also would help re- 
cruit new general insurance men. Applicant 
needs a minimum of two years personal 
production with some supervision experi- 
ence desirable. Age 30-45. Chicago and 
vicinity. Salary and commission. Give full 
details and photo in first letter. All replies 
confidential. Address Box G-68, The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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Andrews Waiver Still 
Leaves Insurers With 
Estimated Tax to Pay 


WASHINGTON—In spite of Inter- 
nal Revenue Commissioner Andrews 
action this week in waiving the re- 
quirement that life companies file 
income tax estimates, the companies 
still face the problem of estimating 
their tax payments and making speci- 
fied installment payments even though 
there is no way of telling what the 
basis of taxation will be. 

Most of the life companies will 
probably use the statutory option of 
basing their installment payments of 
tax on their 1954 income tax less $100,- 
000. This procedure would enable them 
to avoid imposition of the additional 
tax that would be imposed under the 
code for paying less than a correct 
estimate of 1955 income tax would call 
for. 


This year for the first time, the law 
requires all corporations, including life 
companies, to file estimates of their 
income tax and pay 5% of the estimate 
by Sept. 15, another 5% in December, 
45% in March and the balance in 
June. 

Failure of Congress to enact this 
year a successor to the 642% stop-gap 
basis means that technically the basis 
for estimating the life companies tax 
would be the formula in the 1942 law. 
However, Chairman Byrd of the Senate 
finance committee this week stated 
that it is not the intention of Congress 
to have the 1942 basis apply but to 
enact a new law early in the next 
session which will be applicable to 
1955 income. 

Commissioner Andrews waiver of 
the requirement for filing an estimate 
of tax still leaves the companies vul- 
nerable to an additional tax for failure 
to make payments of estimated tax on 
time. The additional tax is based on 
the difference between the amount 
paid and the actual tax. However, the 
law provides that no deficiency will 
be assessed provided any of several 
optional requirements is met. One of 
these is that the installment payments 
of tax may be based on the assumption 
that the tax will be $100,000 less than 
the tax paid on 1954 income. The 
others are based on what the tax on 
1955 will eventually work out to and 
would not be a safe guide for life 
companies until they know what the 
new tax basis will be. While the 1942 
basis could be used, it would probably 
work out to higher payments than 
would the use of $100,000 less than the 
tax on 1954 income. 

The Treasury has promulgated the 
figure of .8238 as the so-called “secre- 
tary’s ratio” for life companies to use 
in computing their “reserve and other 
policy liability deduction” in the for- 
mula for income taxation under the 
1942 law. Because the stop-gap law 
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was not extended, the 1942 law would 
apply if a company were to make an 
estimate of its actual 1955 tax, even 
though Chairman Byrd of the Senate 
finance committee has indicated a new 
basis will doubtless be enacted before 
March 15. Promulgation of the secre- 
tary’s ratio is largely academic, since 
it is expected that most life companies 
will base their estimates on the alter- 
native method of assuming the tax will 
be an amount equal to $100,000 less 
than the tax on the 1954 income. 


14 Life Company Stocks 
Show Losses in Month 


Fourteen of the 21 most actively 
traded life company stocks, for which 
figures are compiled by Shelby Cullom 
Davis & Co., New York City insurance 
stock and municipal bond specialists, 
showed decreases in asked prices in the 
past month. Four stocks showed no 
change in asked prices. Two, those of 
Connecticut General Life and Missouri, 
showed gains of 8 and 3% points, re- 
spectively. 

Decreases in asked prices of the 14 
stocks ranged from 1 to 150 points. 
Observers attributed the drop to a 
variety of causes mainly profit-taking 
after 18 months of steadily rising 
prices, and a reaction to the general 
decline in the stock market. 

Below are the bid and asked prices 
at the close of business Aug. 31 and the 
changes in asked prices since July 27. 
There was no asked price listing for 
Great Southern Life stock of Aug. 31 
because none was offered for sale in 
New York City that day. 





















Asked Asked 
Bid Aug. 31 Jul. 27 
Pe TR ci ssscciccosveseasiectoes 34 - 22 
Beneficial Standard 35 3642 0 
Colonia .............. 140 148 - 4 
Columbian Natl. 104 109 0 
Conn. General 560 570 8 
Continental Assur. 190 197 - 32 
PENI pensutntvntveinccsoostsanenes 81 84 - 62 
Great Southern .... 106 
RAMEE EAI shsscssessrosvavesce 36 37 0 
Jefferson Standard 119 123 - 12 
Kansas City Life .... 1700 1750 -150 
Life & Casualty ................ 3342 35 0 
Life of Virginia .. 141 146 - 20 
Lincoln Natl.._...... 490 503 - 1 
Missouri Ins. Co. 3134 32% 3% 
Monumental ...... 89 93 - 6 
National L.&A.._................ 98% 191 - 5 
Northwestern Natl. 91 95 - 6 
Southland Life .... 208 - 10 
Southwestern Life 197 os 
Travelers 10042 1342 





Western Southern Life will construct a new 
office building at Twenty-fifth and Cook 
Streets in Springfield, Ill. The office, under 
the direction of District Manager Donald Hof- 
ferth, has been located in the Reisch Building. 











William T. Earls, general agent of 
Mutual Benefit Life in Cincinnati, is 
shown receiving a surprise in the form 
of $1,516,648 production which was 
the largest ever attained by the agency 
on any 14 days in August and three 
times the best two weeks of August 
in agency history. Richard Wetherbee, 
production manager, brought the rec- 
ord volume to the attention of Mr. 
Earls who was vacationing and golfing 
while it was being attained in the first 
14 working days of the month. The 
agency, leading the company in 1955 
sales, has produced close to $12 million 
this year and has $175 million in force. 


American Society 
Sets up Long Range 
Plans Commission 


A new long-range planning group 
was established by American Society 
of CLU which held six days of meet- 
ings during the annual convention of 
National Assn. of Life Underwriters 
in St. Louis. 

Building on an idea developed by the 
executive committee of the society’s 
retiring administration, the board ap- 
pointed a planning commission to study 
the organization’s basic functions with 
the aim of providing the most valuable 
service to the membership. 

The new commission, headed by 
J. C. Windsor, manager of Connecticut 
General Life in Milwaukee, held its 
first meeting at the convention. Mem- 
bers are Harry Lee Hamilton, manager 
of Home Life in Louisville, Robert L. 
Woods, general agent of Massachusetts 
Mutual Life in Los Angeles, Oliver R. 
Aspegren Jr., general agent of Ohio 
National Life in Chicago, and Maurice 
I. Carlson director of ordinary sales 
of Universal Life & Accident in Dallas. 

The board of the society met twice 
during the convention. Society mem- 
bership was reported at 3,652. Officers 
and regional directors were elected, as 
reported in the first convention daily 
of THE NATIONAL UNDERWRITER. 

Julian S. Myrick Mutual of New 
York, New York City, chairman of 
American College, presided at the 
American College hour. 


He said 1955 was a year of great 
progress, with all-time records set in 
every area of operation. These new 
records include: new candidates en- 
tering the program, 1,777, an increase 
of 17 over 1954; total candidates taking 
examinations, 3,630, an increase of 
14; total examinations taken, 4,524, an 
increase of nine; total enrolled in study 
groups, 5,050, an increase of 24; 
highest over-all passing ratio in CLU 
history, 70.8, attained largely due to 
better teaching, better studying and 
the trend toward candidates’ taking 
only one examination a year. 

A council of nationally prominent 
business educators was named to ad- 
vise the college on educational matters, 
Mr. Myrick said. 

He noted that 5,981 persons have 
completed the entire series of CLU 
examinations since the first class was 
graduated in 1928; 8,097 candidates are 
on college rolls with credit for one to 
four parts of the tests; 21,410 candi- 
dates have been approved for regis- 
tration; and more than 40,000 people 
have studied all or some part of the 
program. 

A total of 24,395 persons have com- 
pleted part I of LUTC courses; 11,038 
have completed both parts and re- 
ceived certificates. Many CLUs teach 
and study in LUTC classes. 

The CLU Journal was received by 
1,500 CLU and LUTC students th’s 
year. More than 1 million copies of 
Query were distributed by CLU this 
year. 





L. A. Agencies Lead Occidental 

Leisure, Werden & Terry agency of 
Los Angeles led Occidental Life of 
California’s 175 agencies and branches 
in new production during the first six 
months of 1955. 

It ranked first in paid life volume, 
paid life premiums and paid A&H 
premiums, and was second in group 
first year paid life premiums and 
group first year paid A&H premiums. 

Cc. L. DeVries & Associates of Los 
Angeles was second in paid life vol- 


ume, paid life premiums and paid 
A&H premiums. 

Occidental Underwriters of Hawaij 
Ltd. of Honolulu ranked third in paid 
life volume and premiums and was 
fourth in paid A&H premiums. 





Older Insurers 
Can Offset Abuses by 
Selling GIs Overseas 


In spite of progress that is being 
made to clean up abuses in connection 
with the sale of life insurance to serv- 
icemen, the NALU committee on affairs 
of veterans and servicemen believes 
that “much could be done by our own 
industry to clear up the abuses that 
have arisen...if only some of the older 
and better-established companies in 
this country would enter that market.” 

The committee stated in its report, as 
it did in the mid-year meeting, that the 
refusal of these companies to do this 
has in the committee’s judgement, 
“created a vacuum that unfortunately 
has been filled to a large extent by the 
companies and agents which the Hebert 
subcommittee has so severely criti- 
cized. 


“Therefore,” the committee con- 
cludes, “we once again express the 
earnest hope that our better companies 
will promptly and critically reexamine 
their existing sales policies in this area 
and find a way to fill the insurance 
needs of overseas personnel more ade- 
quately than they have done in the 
past.” 

The report also contains a detailed 
analysis of the proposed servicemen’s 
and veterans’ survivor benefits act 
(HR 7089). The committee feels that 
this is a generally desirable piece of 
legislation in that it would, among 
other things, greatly simplify the 
existing complex and confusing system 
of survivor benefits; almost complete- 
ly terminate the sale of government 
life insurance to able-bodied veterans; 
eliminate the payment of FECA bene- 
fits and treat the survivor benefits of 
reserve and regular service personnel 
alike; relate survivor benefits to the 
pay scales of deceased servicemen. 





107 New Texas Insurers 


Organized During 1955 


AUSTIN—During 1955, 107 new in- 
surers have been organized in Texas, 
but Garland A. Smith, chairman of 
the board of commissioners, has stated 
that he does not expect more than 
five to be formed in the year following 
Sept. 6, when the new capitalization 
and securities sales law goes into 
effect. 

Mr. Smith said the board has “such 
a backlog of requests for approval of 
stock for sale that it will take at least 
a month for processing them.” Under 
the new law special licenses will be 
required for dealers in insurance 
securities, and the activity of stock 
sales will be under the supervision of 
the insurance department. 


To Conn. Mutual Post 


Connecticut Mutual Life has ap- 
pointed Denzil C. Warden supervisor 
of agricultural loans. Mr. Warden, farm 
and ranch loan manager at Ft. Worth 
since 1947, joined the company in 1931 
and did farm and ranch loan work in 
St. Louis and at the home office until 
1942. After the second war, he returned 
to the company as assistant to the farm 
and ranch loan manager in San An- 
tonio. 


Taylor Leaves Okla. Department 

George R. Taylor, assistant Okla- 
homa commissioner since 1952, has re- 
signed to go into private practice of 
law. 
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"IT like a new merchandising 
slogan our Company has come up with: 
‘you work hard for your dollars——make 
your dollars work hard for you.' 


"Prospects read a lot of sense 
into that admonishment. And it is a 
pleasure to show them how a North 
American program of PLANNED INCOME 
enables them to carry through." 


NORTH AMERICAN 


HOME OFFICE: MINNEAPOLIS, MINNESOTA 


H. P. SKOGLUND, President * J. E. SCHOLEFIELD, Vice President—Director of Agencies 


LIFE » ACCIDENT+ SICKNESS » HOSPITAL+ GROUP 
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The Mount Vernon 
A Modern Accident 
and Sickness Contract... 


Atlantic representatives have found The Mount 
Vernon the most complete solution for their 
client’s income protection problems. It’s no won- 
der when you consider these quality features. 


All diseases are covered—no exceptions 

House confinement is never required 

Benefits do not decrease with advance 
in age 

Lifetime income for totally disabling 
accidents, including dismemberment 
















There are many other important features, too. 
Result: Steadily increasing volume written by 
Atlantic representatives. 






INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 








With these 
facilities 
you are always 


equipped to make 
the sale! 


When you have facilities for serving any 
or all needs, you are more than “just 
another insurance man:’ You are an 
imaginative creator of business with a 
broad understanding of the tremendous range of insurance 
needs of your clients. 

And right in your brief case you have the Continental 
answer to every possible insurance need that your client 
may have. No risk too small, too large or too unusual to 
be considered for Continental coverage. No other producer 
can compete with your array of sales tools, all available 


under one roof, from one institution. 





Get the FACTS today! 


Here, in an easy-to-read 36-page book, is 
the complete picture of the Continental 
Companies. It will give you many new 
and profitable ideas and approaches. 

Write today! Address Dept. 317. 









Continental 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. - CHICAGO 4, ILL. 
ASSOCIATED COMPANIES: 
Continental Assurance Company « Transportation Insurance Company 
United States Life Insurance Company 


‘America’s Department Store of Insurance” 
/ 











POINTED at the needs of... 


The Businessman P 
The Young Family Man 
This brand-new policy is ideally are ; : . 
F , ; This low-premium policy is de- 
suited to provide protection ; ; 

signed for the young family man 
just getting started in his career 
—when life insurance needs are 
greatest and his budget is limited 


against a temporary business 
need. It offers the life insurance 
you need at a minimum rate. 


New MONY 
‘TMT Policy 
offers ‘10,000 
of Life Insurance 


at an initial rate of 


Only 16¢ A Day! 


(BASED ON AGE 30) 


HIGHLIGHTS OF THE ‘‘TEMPORARY MODIFIED TERM‘’: 


@ Sold in amounts of $10,000 or more. e Sample gross premiums, dividend illustrations 
© Con be converted at any time during the 5- and illustrative net premiums for $10,000: 

. Gross illustrative illustrative 
year period to the same amount of permanent 4 i‘ 
insurance . . . without further evidence of in- At age 30 Se pon an pa ann 
surability. 





First 2 years $57.20 None $57.20 
Third through fifth years $82.70 $25.50 $57.20 


At age 40 
[. First 2 years $83.90 None $83.90 
7 aor Or New Worx Third through fifth years $116.60 $32.70 $83.90 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 
Broadway at 55th Street, New York 19, N. Y. 








*Dividend illustrations are in no sense guarantees or even estimates of 
future dividends, which must depend on future experience and the an- 
nual action of the Company’s Trustees. Illustrative net premiums are 
simply the gross premiums less the illustrative dividends. Such dividends 


MONY TODAY MEANS MONEY TOMORROW! are payable at the end of the second and of each later policy year. 


Life li Accident and Sick: Hospitalizati 
Retirement Plans... POR INDIVIDUALS AND EMPLOYEE GROUPS 








